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Our practical selling assistance is proving 
very successful in helping our dealers secure 
the bulk of the business in their territories. 
Be sure to have us tell you all about it. 


Mic hs 





EAR after year in many thousands of homes of all types American Boiler 
Y Pit Warm Air Heaters have demonstrated a unique capacity for service. 
This fact has shown itself not alone in the unequaled heating comfort 

they provide but in the lasting resistance they exercise against depreciation. 


AMERICAN BOILER PLATE 
Warm Air Heaters 


are not only made of the strongest and toughest metal, steel, but are sensibly con- 
structed to circulate clean warm air. They have no cement packed joints to leak 
gas and soot into the warm air chamber, but are riveted and calked exactly like a 
power boiler. They withstand the most intense heat and they won’t crack no 
matter how hot they get. 

For these reasons and many more which we will be glad to give you American Boiler 
Plate Warm Air Heaters actually cost less to own and use than ordinary furnaces. 


And because of these reasons they are comfortable profit makers for thousands of warm air heat- 
ing contractors. We would like to have you consider the agency for your territory. Write us 
today for illustrated catalog and we will forward complete agency details. 


We also make THERMO CAST IRON FURNACES—THERMO PIPELESS FURNACES 
and AFCO ROOM HEATERS 


AMERICAN FURNACE COMPANY 


2719 to 2731 MORGAN STREET ST. LOUIS, MISSOURI 
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PREMITER 


Warm Air Heaters 


LARGE CASINGS— 


The PREMIER is the first and only 
Cast Heater built with casings large enough 
for a free circulation of air. 


Specifications : 
Fire Pot Radiator Casing Air Capacity 
20” 33” 48” 868” 
22” 36” 52” 1064” 
24” 40” 57” 1272” 


You have always wanted greater air capacity— 
The PREMIER gives it to you. 

The best installation won’t make an “‘air bound” Heater 
work efhciently. Good installation is your part—Effciency 
in construction is ours. We build the heater right and 
case it right. 

The PREMIER user will give you the Credit. We get 
ours in knowing that PREMIERS, under all conditions, deliver 
warmth and comfort to living rooms and do not waste heat 


in the basement. 


Premier Warm Air Heater Co. 


DOWAGIAC, MICH. 
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Heating Systems 


Are Worth Pushing Strong 


The dealer who takes hold of a Gilt Edge Agency, 
makes active use of our Selling Helps and goes after the 
business in his community is sure to pile up a snug 
stack of profits this year. 


There Are Plenty of Reasons Why ( : 


the Gilt Edge Sells Snappily. Practical design—Sub- 
stantial construction—the Gilt Edge reputation and ,the 


many advantages the Gilt Edge Furnace offers its, users in comfort, economy: 


convenience make it easy to swing sales. 


Write for proposition today] 


R. J. Schwab & Sons Co., Milwaukee, Wis. 
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An announcement was recently made by a 
prominent stove manufacturer in which the 
wholesale price on his prin- 
cipal product —a malleable 

Dollars Yields -ange—was reduced $15. 

No Profit In ordinary circum- 

stances, such a_ reduction 

would have been hailed with hearty approval 

at this time, but coupled with this reduction 

was also an implied direction to the com- 

pany’s customers that they reduce their price 
$30! 

This naturally made the matter less at- 
tractive to the retail dealers who sell for 
cash, as their percentage of profit would be 
cut very materially—from 27.9 per cent to 
22.6 per cent gross on sales. 


Trading 


Leaving the matter of propriety of sug- 
gested or set retail prices altogether out of 
consideration, it is obvious that a gross per- 
centage of profit no larger than 22.6 per cent 
is altogether too small in these days, and 
much dissatisfaction has been expressed over 
this very unusual action on the part of the 
company referred to in the foregoing. 

It is to be remembered that while the ad- 
vertising—local or so-called national—done 
by a manufacturer to interest the ultimate 
consumer in his product is reflected to a 
greater or less extent in the local sales and 
thus directly increase the business of the 
local merchant, still that merchant has cer- 
tain fixed expense which must be taken out 
of his year’s profit, and the operation of a 
successful stove department is not an inex- 
pensive proposition by any means, because— 
no matter how excellent the manufacturer’s 
advertising material may be—it takes a real 
salesman to secure the cash. 

Admitting also that the merchant has the 
privilege of dropping the line when the mar- 
gin of profit is unreasonably small, that be- 
comes a very serious matter, because it takes 


considerable money and extra personal sales 
effort to change from one well established 
line to another which may not be so well 
known, and it may not even be possible to se- 
cure as good a line as the one which it is de- 
sired to discard. 

American Artisan and Hardware Record is 
quite certain that the manufacturers of the 
range on which this reduction has been an- 
nounced will recognize the serious error of 
judgment and re-call the suggested reduction 
in the retail price. 

In the meantime, retail hardware dealers 
may rest assured that the situation in the 
stove field is such that prices in general will 
be maintained at their present basis during 
this selling season at least. 


There is no reason now for holding back 
on purchases of ranges, cook stoves, oil, gas 
and gasolene stoves and kindred lines, for 
there will be a fair demand for them during 
the coming spring and summer. 

e¢ © ¢ ¢ 


Reference was made in the January 15th 
issue to the relation of “Service” to the 
business success which the 
Pickering Hardware Com- 
pany, has made in Cincinnati. 

Mention was also made of the close rela- 
tionship which exists between this company, 
its officers, salespeople and customers, and 
the confidence they have in one another. 


Let’s Go 


This close relationship and confidence is 
brought to light in many different ways, but 
the latest—and probably most significant— 
evidence toward this point came to our ob- 
servation when we read an editorial pub- 
lished in the “Cincinnati Commercial Trib- 
une” a few days ago, from which the fol- 
lowing excerpts are taken: 





“Things needed today, at this time, for 
present purposes, in the opinion of a Cincin- 
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nati advertiser of a prosperous business, are 
common sense, courage and, last but not 
least, sacrifice, the spirit of service, one for 
all and all for one as was the tie that bound 
the’ Three Guardsmen in a union invincible. 
That was a good message to give us, and 
timely. The worth-while things of life are 
won in contest. The easy life is the enervat- 
ing life and its fruits are softness, selfishness 
and eventually shiftlessness. Conquest is 
the goal of growth, initiative, resourceful- 
ness in formulation of attack, courage in car- 
rying forward attack, and sacrifice, if need 
be, in support of attack. The all-sufficient 
reward is achievement. 

“When capital and labor form a real part- 
nership with that prospectus, when the mer- 
chant and the customer get together on a 
price level that breaks neither, though it may 
hurt the feelings of both a bit, then will pro- 
duction function, barter and trade resume 
healthful operation, money perform its nor- 
mal mission of exchange and business boom. 
Yes, things needed are common sense, cour- 
age, sacrifice—sportsmanship. Let’s go!” 

The editorial was headed “Sportsmanship 
as a Business Asset,’ and was written the 
day after Pickerings had made the statement 
referred to in the first paragraph of the edi- 
torial, in one of their regular advertisements. 

And the advice of the “Commercial Trib- 
une” is “good common sense” —for the 
manufacturer, for the wholesaler, for the re- 
tailer and for the consumer. 

In the spirit of the same sacrifice and the 
same courage that made our boys invincible 
in the Argonne Forest, at Saint Mihiel and at 
all the other places where the glory of the 
Stars and Stripes was immortalized over and 
over again, we are, therefore, willing to take 
such immediate losses on our present mer- 
chandise as will make it possible for the 
wheels of industry to resume their regular 


progress. Let’s go! 


¢ ¢ ¢ & © 


There are scores of persons in your com- 
munity who never pass by your store. Con- 
sequently, they never see the 


Mailing goods which you have on dis- 
List Is play in your windows. Many 
Gainful of them do not know you nor 


your store. They are unac- 
quainted with the character of the goods 
which you sell or the sincerity of the service 


which you give your customers. Moreover, 
in all probability, one out of ten such per- 
sons does not read your advertisements in 
your local newspaper. Among these people 
there are sure to be prospective customers 
whose patronage can be acquired and held. 

Inasmuch as they are not reached by your 
window or newspaper advertising, there 
seems to be only one way of bringing your 
store and its service to their attention. You 
have not enough time to make personal calls 
on them. But you can send them a direct 
message about your goods through the mail. 

Especially in these days when intensified 
salesmanship is necessary, a mailing list can 
be used to big advantage. You have at your 
disposal many circulars from manufacturers 
which are persuasively written and which 
can be enclosed without additional cost for 
postage in the sales-stimulating letters 
which you send out to prospective cus- 


tomers. 
¢ © ¢ © 


A tonic to hopefulness is given in the re- 
port of Director Kerwin of the Bureau of 


Mediation and Conciliation 
Industrial § of the Department of Labor. 
Disputes to [fe declares that settlement 
Be Settled = of industrial disputes is more 


quickly and promptly ad- 
justed nowadays than at any time within the 
past two years. 

“Both workers and employers now seem 
willing to mediate and to keep the factories 
running while adjustments are being ef- 
fected,” said Kerwin. “Upward of sixty 
cases of differences between employers and 
employees now are before this bureau for 
mediation and settlement. But few of them 
involve strikes. In practically all cases the 
men remained at work while differences were 
being discussed, or at least returned to work 
as soon as they felt sure they would receive 
a square deal.” 

Government officials generally believe a 
new era in industrial relations is developing 
despite reports of a coming nationwide bat- 
tle between capital and organized labor over 
the open shop question. 

Spring will find factory wheels humming 
in every section of the United States, it is 
predicted. This is expected to increase pro- 
therefore, living costs in 


duction and, 


general. 
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Random Notes and Sketches 


By Sidney Arnold 





My friend “Si” Koehler, Corresponding Secretary 
and Buyer, Chicago Retail Hardware Association, tells 
about a new way of selling fireless cookers. . 

The clerk who has adopted this new way always be- 
gins his little talk to women customers by saying: 

“Madam, I have something here which will enable 
you to spend every afternoon at the movies.” 

* *« * 

The latest St. Louis church device for raising money 
is described by my friend E. B. Langenberg of Haynes- 
Langenberg Manufacturing Company, St. Louis, Mis- 
souri. It is a collection box of unusual construction. 

If a member of the congregation drops in a 25-cent 
piece, or a coin of larger value, there is silence. If it 
is a ten-cent piece, a bell rings; a five-cent piece sounds 
a whistle, and a one-cent fires a blank cartridge. If 
any one pretends to be asleep when the box passes, it 
awakens him with a watchman’s rattle, and a kodak 
takes his portrait. 

* oK * 

My friend E. S. (Dick) Moncrief of the Henry 
Furnace and Foundry Company, Cleveland, Ohio, tells 
of a Kentucky colonel who received an insulting letter, 
to which he replied as follows: 

“Sir, my stenographer, being a lady, can not tran- 
scribe what I think of you. I, being a gentleman, can 
not think it. But you, being neither, will understand 
what I mean.” 

Tom Usher of Russell & Erwin Manufacturing 
Company, Chicago, Illinois, tells this story: 

A certain surgeon who was very young and also 
rather shy was invited to dinner by a lady who was 
at least fifty, but frivolous enough for twenty. 

At dinner she asked the young surgeon to carve a 
chicken, and, not having done so before, he failed 
lamentably. 

Instead of trying to cover his confusion, the hostess 
called attention’ to it pointedly by looking down the 
table and saying loudly: 

“Well, you may be a very clever surgeon, but if | 
wanted a leg off I should not come to you to do it.” 

“No, madam,” he replied politely, “but then, you 
see, you are not a chicken.” 

* *x* * 

To Josiah Borden of the Borden Stove Company, 
Philadelphia, Pennsylvania, I owe the good laugh I 
got from this narrative: 

A colored dramatic society was giving a performance 
of “Othello” to a large and enthusiastic colored audi- 
ence, 

Othello strode on the stage and demanded of Des- 
demona, “Whar am dat handkerchief ?” 

She, according to the play, hesitated to confess her 
infidelity, as indicated by the loss of the aforesaid bit 
of linen, and again he demanded, this time more 
sternly: 

“Desdemona, whar am dat handkerchief?” 

Whereupon an old colored man in the rear of the 
hal! arose and yelled: 
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“Say, niggah, blow yoh nose on yoh coat sleeve and 

let de play go on.” 
ok ok mK 

Not long ago my friend Louis Kuehn of Milwaukee 
Corrugating Company, Milwaukee, Wisconsin, wrote 
a letter of complaint to a western railroad explaining 
in detail why he had preferred to sit up all night in a 
smoking compartment rather than share his berth with 
a fine line of bugs that are not called by their first name 
in polite society. 

The letter of apology that he received was so much 
of an apology and so reasonable an explanation, that 
Mr. Kuehn felt perhaps had been unreasonable in fil- 
ing his complaint, when he happened to notice that his 
original letter, through error, had been returned with 
the letter of apology. 

Looking at it, he saw scrawled across the top this 
blue-pencil indorsement : 

“Send this guy the bedbug letter.” 

ok * * 


J. R. Strahlendorf, who makes his living by super- 
vising the manufacture and sale of Peerless warm air 
furnaces, has indulged in a new automobile, this time 
a “Franklin,” with the new hood which is quite an im- 
provement in the matter of appearance of this other- 
wise very desirable car. 

He took us out for a ride the other day on the boule- 
vards of Indianapolis and we were going along at a 
fine rate, when all of a sudden he stopped. Not hav- 
ing noticed anything wrong, I inquired, “What is 
wrong, J. R.? Is there anything serious the matter ?’’ 

“Serious? I should say so,” came the reply, while 
he was vigorously applying a piece of chamois skin to 
the hood. “One of these road hogs that shot by us 
just now spattered a lot of muddy water on my hood.” 


. 


One of the few things in life which is doubled by 
talking about it is trouble. 

If money could be earned as easily as gloom and 
trouble the earth would teem with millionaires. 

The best way to get rid of trouble and sadness and 
melancholy thoughts is to cease talking about them and 
to think the opposite thoughts. Here is the advice of 
S. E. Kiser, on the subject. 

Quit Talking About Your Troubles. 


The world is not inclined to fret 
Because you have a grief to bear: 
Your neighbors have no time to let 
Your sorrow plunge them in despair; 
The tears that tremble in your eyes, 
The words of sorrow that you speak, 
Will cause few sympathetic sighs, 
The world will merely think you weak. 


The world cares not about your woes, 
And does not wish to hear you wail 
\bout the baseness of your foes, 
Nor bothers when your efforts fail; 
The world has many things to do 
And many troubles of its own; 
It gives no sad attention to 
The ills that pester you alone. 


The world has need of smiles and cheer 
And bravery and hopefulness; 
It has no time to pause to hear 
The story of your sore distress; 
So smile as if you had achieved 
A triumph in some worthy cause, 
The world will gladly be deceived 
And cheer you with its loud applause. , 
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Hardware Dealer in Town of Six Hundred People 
Sold Eighteen Ranges in First Week of December. 


H. B. Harting, of Whitestown, Indiana, Created Cus- 
tomers While Others Waited for Trade to Come in. 


Whitestown, Indiana, is a lively little town of about 
six hundred inhabitants. Eight miles away, there is 
the city of Lebanon with 8,500 people, and about the 
same distance in another direction is the county seat, 
Zionsville, with approximately 800 inhabitants. 

In this village of Whitestown there is a hardware 
store which was started in September, 1918, buying 
out an old stock, which during its last year under the 
old management showed a turnover of $18,000. The 
business for 1920 showed total sales of a little over 
$70,000, which indicates that somebody put some life 
into the management. 

One of the best depart- 
ments of the Whitestown 
Hardware Company — the 
name of this new enterprise 
—is that of Stoves and 
Ranges, and the simple state- 
ment that they sold eighteen 
malleable ranges, at about 
$150.00 each, during the first 
week of December, 1920, is 
reasonably good proof that 
there is somebody in this 
company who knows how to 
put ginger into the business. 

H. B. Harting, is Presi- 
dent of the Company, and 
has as his partners C. S. 
. Witmer and J. C. Sims. In- 
cidentally, all three of them 
know that they live in the 
best little town of the state, 
and they are not at all back- 
ward about proving it to 
anybody who is inclined to 
dispute their statement. 

It is also worthy of note 
that during 1920 they sold 
forty washing machines of electric and other power 
types, besides a goodly number of the hand type— 
most of these machines going out to the farmers in 
the surrounding territory. 

Mr. Harting was in attendance at the Indiana Re- 
tail Hardware Convention recently held at Indianapolis 
and was induced to tell some of the interesting features 
about his business, as follows: 

“We sell stoves and ranges because we make money 
on them and also because the kind we sell make boost- 
ers for our store. I wouldn’t put an article in stock 
if I couldn’t feel convinced that when I sold that arti- 
cle, the purchaser would be absolutely satisfied. 

“That is probably why some traveling salesmen 
think that I am a hard man to sell, but if they can’t 
convince me that their line is the best for me to handle, 
how can they expect me to sell that line to my cus- 
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Don’t wait for customers to 
come in—go out after them. 

Use early forenoon hours for 
personal calls on prospects. 

Boost for your home town, and 
your home town folks will boost 


Satisfied customers make the — 
finest sort of boosters for you. 

Sell yourself first—and thor- 
oughly—on what you want to sell 
to the other fellow. 

It is a poor salesman who will 
allow a prospect to put him “up a 
stump” because he doesn’t know 
his job well enough to answer all 
questions about the article in the — 
proper manner: Know your stock — 


Believe in yourself and in what : 
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tomers, and if I can’t sell it why should I buy it? 

“We selected the Copper Clad Malleable Range, and 
we recommend it to our customers with perfect confi- 
dence that it will render the best possible service— 
and so far we have not had any reason to change our 
decision. We are thoroughly sold on that line. 

“Of course, that doesn’t mean that there may not 
be others just as good, or better even, but it does mean 
that we feel and know that we are rendering our cus- 
tomers a valuable service when) we sell them one of 
these ranges. 
sell these 


“How did we 


SUOMI eighteen ranges during the 


HASTINGS STOVE RULES 
Talk ranges instead of corn 


first week of December? 

“By going after sales with 
a bit of extra effort. 

“We advertised that dur- 
ing that week we would have 
an expert from the factory 
to demonstrate and explain 
all the various exclusive fea- 
tures of our range, and that 
it was to the interest of any- 
one who was at all consid- 
ering the matter of purchas- 
ing a range within a year to 
come in and find out about 
our ranges. 

“On the first day we did 
not try to sell any at all, as 
we wanted the people to feel 
perfectly free to come and 
go, but we did make notes of 
those who appeared to be 
more than ordinarily inter- 
ested, and the following days 
= we had two of our salesmen 
make personal calls on them, 
with the result that during 
that week we disposed of eighteen ranges. 

“The first evening we had a concert by the Whites- 
town band which we secured at a very low cost, in 
consideration of the boost which we gave for it in a 
short talk when the crowd was the largest. We be- 
lieve in boosting for our home institutions, because 
when, for example, the band gives a concert it boosts 
directly and indirectly to Whitestown and for our busi- 
ness firms. 

“Of course, we sold ranges all during the fall, and 
the only reason why we did so well—about two car- 
loads—that I can think of is that we talked ranges, 
instead of talking about the low price of corn. 

“You know—once you can get your prospect to real- 
ize how much comfort and how much service she will 
gain from the possession of the range you want to sell 
her, the matter of price is of far less importanee than 
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many people think. 

“T talk ‘service’ and ‘satisfaction,’ rather than mere 
quality, for to my mind, ‘quality’ argument is liable to 
make the prospect think too much of the high price 
which she naturally feels must go with the high 
quality. 

“A young fellow had been ‘keeping company’ with 
the daughter of a former neighbor, but nobody was 
supposed to know that they were to be married this 
spring. Mr. Sims had heard something that made him 
figure on John as a prospect, so one morning he hunted 
him up out in the barn and finally got him to promise 
that he would come in to the concert in the evening— 
just to see the crowd, you know. 

“John was on hand all right, and a day or so after 
the parents of the young lady came in, having been 
informed by him that we would hold one of these 
ranges on a small advance payment and that no one 
would be any the wiser. 

“Evidently, the young lady had been fully informed 
by her lover about the important features of the range, 
for she took very little interest, apparently, in what 
the ‘old folks’ were doing, but the following day, John 
and his father dropped in for a visit and when they 
left, we had the full price for the range in our cash 
drawer. It is to be delivered about April first.” 
Invitation Mailed to Prospects in Whitestown and Sur- 

rounding Territory. 
AN INVITATION. 

We invite you to visit our store and see a very 
remarkable demonstration. 

An expert from the Copper-Clad factory will 
show you how the asbestos lining of a range 
sweats every time a fire is made. You will see 
the sweat standing on the iron body of the range. 

It is very important that you see this for yourself 

then you will know. 

To each purchaser of a Copper-Clad range dur- 
ing this exhibit we will present a valuable set of 
very fine aluminum ware. 

We will entertain our customers with good 
vocal, band and instrumental music every even- 
ing from 7 to 9g o'clock. 

You are cordially invited to be present and 
bring your friends, and they will become our 
friends. 

Hot alfalfa biscuits served afternoons with 
coffee from 2 to 4 p. m. 

Note the date—Nov. 29th to Dec. 4th. 

WHITESTOWN HARDWARE CO. 
Whitestown, Indiana. 





Business is on the High 
Road to Recovery. 


Business conditions will improve from now on, says 
Archer Wall Douglas, chairman of the Committee of 
Statistics and Standards of the Chamber of Com- 
merce of the United States, in his monthly review of 
business just issued. 

“The most convincing evidence that we are on the 
high road to recovery,” Mr. Douglas says, “is found 
in the universal report, brought by traveling salesmen 
from every section of the country, of steadily grow- 
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ing sentiment that ‘business will be better in the 
spring’—not a sudden return to prosperity, which is 
neither likely nor desirable, but a slow and natural 
working out of those processes of liquidation, which 
are now in full operation. 

“Despite the general story of farmers withholding 
their products, there is daily a steady stream of grain 
and livestock coming to market, not in full volume, but 
enough to assist in alleviating the situation. 

“Out in the world of cold, hard facts, few take 
much stock 'in the current prophecies of the coming 
of a new prosperity at any specified date. Nor yet in 
those mystic charts which foretell when declines will 
cease, and business resume its upward march. The 
general thought inclines to early spring, March or 
April, as the date when distinctly definite improvement 
will set in. 

“All are agreed that the only way to hasten matters 
is by the general exercise of the homely virtues of 
hard work and economy. 

“A recent expression of opinion by a number of 
representative business men throughout the country 
brought out the significant fact that they were not so 
much concerned about the problems of labor, material, 
prices, transportation, and collection on the whole, 
as they were with the question of sales 

“In other words, when demand starts up, the whole 
tangled economic skein will begin to unwind like the 
nursery rhyme when the butcher began to kill the ox, 
and the ox began to drink the water, then the pig at 
the other end of the rhyme began to get over the fence, 
and the woman got home that night. 

“While unemployment is still larger, there is more 
work and less idleness on the whole in industrial sec- 
tions. The lessened production in manufacturing 
has naturally resulted in decreased output of coal. 
Also in the oil fields there are falling prices accom- 
panied by cutting down the output. 

“While building is practically at a standstill through- 
out the country, save in Los Angeles and around Palm 
Beach and Miami, there exists the general expectation 
in nearly all sections, of a revival in the early spring, 
somewhere around the first of April, provided certain 
contingencies obtain, namely lower costs of labor and 
the assurance of steady efficient work, lower costs of 
building material, and greater ease and certainty of 
obtaining loans from banks on construction work. 
The nature and extent of building during this year 
will depend almost entirely upon the extent to which 
these factors prevail.” 





Gets Trade-Mark Registered 
in Patent Office. 


Phillips and Clark Stove Company, Incorporated, 

Geneva, New York, have procured United States 

Patent Office registration, 

Banner Poultry under number 135,059, for 

139,059. Fence the trade-mark reproduced 

herewith. The particular 

description of goods to which it applies is stoves, 

ranges, and furnaces, burning coal, gas, or wood. The 

Company claims use of this trade-mark since Sep- 
tember 1, 1879. 
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Let Us All Get Together 
and Boost Business. 


How valuable propaganda can become was revealed 
in the great war. It became so valuable in the hands 
of the Germans that the Allies decided to possess them- 
selves of the same weapon, and soon became so expert 
in its use that they were able to turn the weapon to 
good advantage against their common foe. Again we 
have seen its value, in a sinister way, in the hands of 
the Bolsheviki. 

Only recently, the Russian Reds gave a new display 
of what they could do with this weapon by turning 
many of Baron Wrangel’s followers against him and, 
as we know, accomplishing his utter rout. 

Since this method of disseminating information and 
doctrine is so successful in winning people to this or 
that cause, why should not we, in these times of de- 
pression, make liberal use of it? 

In 1907 there was a fairly well-designed, though per- 
haps not organized, purpose carried out to overcome 
the lack of confidence, which was a factor in bringing 
about the then depressing conditions. 

What the newspapers did in that day was highly 
commendable. They boosted, and refused to knock. 

The people’saninds were turned from gloom to light. 
They were made to believe in the greatness of our 
country and the vastness and permanence of its re- 
sources and industries. 

Little by little, the result began to tell, and in the 
gradual process of transition we found ourselves again 
right side up, although the great mass of the people 
had no clear conception of the means used. 

Now we are in another period of depression. How 
long it will last depends upon the movement of great 
world factors, it is true, but also upon ourselves. 

We have it in our power to diminish or extend the 
time of idleness in factories and .mills. 

One of the ways in which we can control the situa- 
tion is not to expect an immediate, or, for that matter, 
at any time, a full return to pre-war prices. 

It is a mistaken attitude we assume when we refrain 
from buying because we are not able to force down im- 
mediately to a pre-war basis the prices of the things 
we do not regard as of the highest need, and it is worth 
while considering also that the things which we do 
need most can not be brought down violently to a basis 
which fits in with our exaggerated desires. 

It were well for us to entertain a larger conception 
of the field of business. 

If the people could be brought to see their relation- 
ship as a whole to the currents of trade and not regard 
themselves as entitled to remain apart and immune 
from the influences of these currents, progress toward 
the readjustment we are seeking would be easier. 


However hard the times might be, it is reasonable 
to suppose they must be less baneful than they would 
be if we pursued the pessimistic course we now follow. 

By having our minds guided in the direction indi- 
cated, we shall find the transition through which we are 
passing less burdensome. 

Wherefore, there should be expressed the strongest 
optimism it is possible for us to display in the discus- 
sion of trade and industry. 
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We can make no mistake if we dwell with the utmost 
confidence upon the greatness and richness of our coun- 
try’s resources. 

They are inimitable. We have fed the world. We 
have clothed the world. We have given the world the 
machinery which enabled it to help itself, and yet we 
have been able to supply our own wants and have vast 
surpluses in store. 

Our ability to produce is greater than it ever was. 
Our financial power is unimpaired. Some things are 
out of joint, but only out of joint. 

We must bring ourselves to see the glorious outlook 
of the years ahead. The greatest dreamer can not con- 
jure up such visions as the golden horizons of the 
future present to the mind’s eye of him who has un- 
broken faith in the destinies of America. 

If there be any disgruntled class, let it remember 
that from the prosperity of recent years have come 
ability and responsibility to make smooth the path in 
time of distress. 

Since, in the economy of things, it is capital which 
takes the lead in accomplishing such work, we see the 
bankers coming forward nobly and making it possible 
for the wheels of industry to keep revolving and labor 
employed. 

A little thought by even the most prejudiced must 
bring him to see that, after all, the world is not so lop- 
sided as he has regarded it. 

This is a day when the fellow who has been crying 
“down with capital” is being brought to his senses, if 
he has any. 

He is the chap whom the propaganda we suggest 
should reach. 

The propaganda properly planned and judiciously 
disseminated must do us all good, for it will bring us 
to the point where we shall find ourselves almost un- 
consciously, boosting. 

It requires only this from all sides to restore the con- 
fidence we seem to have laid aside. 

This confidence is the backbone of the nation, as it 
must be the backbone of any new enterprise. When 
it ceases to be a propulsive force, souphouses become 
the people’s larders. 

Boost; boost hard! Cast the eyes over the great 
plains ; look down into our mines; trace the glistening 
rails over hundred of thousands of miles of territory; 
note the seemingly endless and intricate rows of ma- 
chines in every city and town; peep into the comfort- 
able habitations of millions of householders; try to 
comprehend, if you can, the centralization of all our 
hopes for wise direction in the Capitol at Washington, 
where, under a new administration, our nation‘ will go 
forward to greater peace conquests than we have be- 
lieved possible—having done this, ask yourself by what 
right of birth or social station or political bias, you, 
your infinitesimal self, should be permitted, if you so 
desire, to place anything in the way of progress. 

Quit knocking! Boost! 

Start it now! Everybody boost! 





The firmest friendships have been formed in mutual 
adversity, as iron is most strongly united by fiercest 
flame.—Colton. 
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Cheerfulness Is the Dominant Note of the Illinois 


Retail Hardware Association Convention in Chicago. 


The Joy of Service Is One of the Most Powerful Motives for 
Increasing the Usefulness and Profit of the Hardware Store. 


Not only as a means for wiping out the lingering 
effects of depression, but as a constant factor in the 
development of business, cheerfulness was given a 
position of prominence in the Twenty-fourth Annual 
Convention of the Illinois Retail Hardware Associa- 
tion, held February 15, 16, 17, 1921, in Hotel Sher- 
man, Chicago, Illinois. 

Tuesday, February 15, 1921. 

The convention began promptly at 10:30 o'clock 
Tuesday morning, 
February 15th, with 
a short session of 
songs, the first of 
which helped give the 
tone to the gathering. 
It was the familiar 
song of “Smiles.” 
Several other blithe 
and joyous ditties 
were sung and then 
the delegates from 
Chicago who occupied 
a special place in the 
Crystal Room _ were 
called upon to stand 
up and sing “Mr. Zip 
Zip Zip.” They 
rendered it with a 
verve and swing 
which set everyone’s 
nerves atingling. 

Finally, the entire 
audience joined in singing the National anthem, 
“‘America.” 

Grant W. Porter of Chicago then delivered a solemn 





Hobert R. Beatty, Re-elected 
President [Illinois Retail 
Hardware Association. 


invocation, 

Following Mr. Grant Porter’s invocation was a 
brief ceremony in which Charles T. Woodward, of 
Carlinville, Illinois, Ex-President Illinois Retail Hard- 
ware Association, presented a gavel to President 
Hobert R. Beatty. 

Then came the message of Hobert R. Beatty which 
Was an earnest and helpful analysis of association 
work and an inspiration to more thorough participa- 
tion in the activities of the organization. President 
Beatty spoke substantially as follows: 

Message of President Hobert R. Beatty to the Convention 
of Illinois Retail Hardware Association, February 15, 
1921, in Hotel Sherman, Chicago, Illinois. 

“Many merchants began this year with fear and 
trembling as to what was in store for them. Many 
expected prices to come down with a crash; that the 
bottom would completely drop out of business; and 
that a large per cent of retail merchants would go 
bankrupt. 

“The hardware dealer of today faces many problems 


which are annoying and difficult to fathom. It is a 
duty of the Association to hold a convention and 
thereby make it possible for us to meet and talk with 
men bigger than ourselves, and by the exchange of 
ideas develop the best there is in us. 

“This is a day and age of cooperation. We can 
not hope successfully to combat the changing condi- 
tions in merchandising alone. 

“The year has been a busy one, much valuable 
progress has been made. There has been a fine spirit 
of cooperation among the state officers and the various 
departments of the Association. I sometimes wonder 
if we rightly appreciate the work of our Secretary, 
and if we realize that after all, the Secretary is “The 
Man behind the Gun’ and upon him largely depends 
the success of the association. The Illinois Associa- 
tion is, indeed, fortunate in having Leon D. Nish, a 
live, energetic, enthusiastic secretary. 

“By order of your Board of Directors, your presi- 
dent and secretary were empowered to secure the 
service of a field secretary and after investigating the 
applications of several, decided on Mr. Aubrey of 
Indianapolis, and I wish frankly to say he has more 
than made good. 

“Under the direction of Secretary Nish, there were 
held this fall ten group meetings with an average at- 
tendance of 39. The purpose of a group meeting is 
to call the dealers of a certain territory to some cen- 
trally located town and talk over trade conditions and 
exchange ideas. 

“We opened these meetings with a dinner at six 
o’clock, after which Secretary Nish outlined the vari- 
ous forms of state service. We were fortunate in 
having with us at each group meeting a representative 
from the National Office who outlined the service 
of the National Office after which Mr. Aubrey 
conducted the question box. 

“Talk of eliminating the jobber is absurd, for as 
long as the consumer demands service and is willing 
to pay for it, the position of the jobber is secure; but 
the time is coming, and coming soon, when the manu- 
facturer and jobber will be forced to unite and give 
the retailer some of the same protection the manufac- 
turer has been giving the jobber for so long. 

“There are three things a merchant must do now: 
Firstly, Get Volume, which is probably going to be 
the hardest, in that, with a decrease in selling price 
and with the pronounced hesitancy of the buyer, it is 
going to be harder than ever to hold up volume of 
sales. The only way to get volume now is to make 
prominent in your store and your advertising, the kind 
and grade of merchandise which are in every day de- 
mand in the average family. 

“Secondly, Keep Stock Down, or increase turn- 
overs. Buy carefully, do not let your stock run out, 
so you will have to say to a customer ‘I haven't that 
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today.’ Keep what your trade wants but buy in 
smaller quantities and increase the number of lines you 
handle so as to have a large variety of goods to sell 
your trade. Crowd the selling to the limit. 

“Thirdly, Trim Expenses. Every item in your ex- 
pense account, even the most petty, must be put under 
the microscope. It must be forced to the very lowest 
point. There never has been a time when it was 
such a necessity as now to watch expenses. 

“There is only one consideration that enables us 
to face the future with any confidence, and that is, 
the realization that every man of us is capable of bet- 
ter work than he has ever done; that we have capaci- 
ties and reserves of force and ability which have never 
been tapped. 

“T believe that by the second quarter of this year 
business will be returning to normal basis and that 
the last half of the year business will parallel the first 
half of 1920. 

“Visit the Exposition. The exhibitors have sent 
their best representatives here to greet you. They are 
all men who know their lines and understand condi- 
tions. They are here for your exclusive benefit. Don’t 
miss this opportunity. Make your visit with them 
worth something to you. 

“In conclusion I desire to express my sincere ap- 
preciation for the hearty, painstaking and efficient co- 
operation given me during my tenure of office by our 
Secretary and the Official Staff. It has been an in- 
spiration and a source of keen pleasure. It will al- 
ways be a pleasant recollection to have been associated 
with them in carrying on the work in which we are 
engaged.” 

At the close of his message, President Beatty called 
upon Fred Ruhling of Chicago, General Chairman En- 
tertainment and Reception Committees, who briefly 
outlined the arrangements made for the entertainment 
of the delegates and their women folk during the three 
day session. He gave some slight hints regarding the 
nature of the “Get Together with the Boys of ’49,” 
which was the feature of Tuesday evening’s enter- 
tainment in the Louis XVI Room Hotel Sherman. 

Secretary Leon D. Nish then read his annual report 
in which he put strong emphasis upon the joy of serv- 
ice as an essential motive in prosperous merchandizing. 
Secretary Nish is by nature a constructive optimist. 
He believes that business is not a drudgery; that it 
should be a pleasure; that the highest returns come 
only to the mercham who finds in the management 
of his store and in the contact with his customers a 
happiness which is in itself an inspiration to greater 
effort. The text of Secretary Nish’s inspiring report 
is as follows: 

Report of Secretary Leon D. Nish to Illinois Retail Hard- 


ware Association Convention February 15th, 1921, 
in Hotel Sherman, Chicago, Illinois. 


“The Secretary would briefly call your attention to 
a few outstanding facts in the past year’s history of 
cur Association. 

“January Ist, 1921 we had 1,446 members—a gain 
of 80 over last year when on January Ist, 1920 we had 
1,366. 

“Our Traffic Department audited freight bills for 
919 Association members and has collected a total of 
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$9,483.69 from the Railroads on account of over- 
-charges. In addition this past year $167.85 has been 
collected on loss and damage claims. 

“Our Field Secretarial work is proving popular and 
we hope to show more efficiency as the months go by. 

“Our Mr. F. W. Decker left us about April 1st and 
after a careful investigation on the part of your presi- 
dent and secretary our Mr. E. G. Aubrey came with 
us October 1st and many of you have met him in the 

field and in the Group meetings. 

“We feel thaf you will like Mr. Aubrey and are 
quite sure he is going to help make the Illinois As- 
sociation the banner 
Association, an d 
what is greater still, 
is to help make the 
Illinoishardware 
men the best hard- 
ware men in_ the 
country. 

“That you may 
have some idea as 
to what you may ob- 
tain from a field sec- 
retary I will say: 

“The Field Secre- 
tary does not by any 
manner of means 
claim or attempt to 
be ‘all wise’ on every 
phase of hardware 
merchandising but 
what the Associa- 
tion will attempt to 
do through the Sec- 
retary and Field 
Secretary is to go 
over together your 
particular diff- 
culties in merchandising and find for you the spe- 
cialist who will put you right. Many times the Asso- 
ciation has the answer at hand either in the state 
office or the National office; if not at hand we will 
‘dig’ for you to produce what you want. 

“The reports that came from the National office 
indicate that through the efforts of the Secretaries’ 
office Illinois leads the list in the number of members 
who have adopted the N. R. H. A. Accounting Sys- 
tem and many are the letters we have on file from 
members that thank us for inducing them to put in 
the N. R. H. A. Accounting System. 

“The Ideal ‘Hardware Store’ has been set up by 
the National Association and is embodied in a set of 
charts known as the ‘Hardware Store’ chart and which 
will be taken as the foundation of our question box 
discussion at this convention. 

“But fundamentally the ‘Ideal Hardware Store’ 
means service to your community, and service to your 
community means ‘joy’ to you, for there is, after all, 
no greater joy than service. 

“Your community has a right to demand of you 
service, and if you cannot, through incapacity or mis- 
fortune, add the two other elements ‘joy and fair com- 
pensation’, then in all fairness to yourself and your 
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family move to some other calling, for a person can 
not make a greater mistake than to be in an occupa- 
tion he does not enjoy. 

“The Association endeavor then is all along the 
line of assistance in accounting that you may know 
the community is not over-paying or under-paying 
you for your service, for to know and to be able to 
prove it by your books these days is important when 
the word ‘profiteer’ is being tossed about. 

“The Association service includes laying out any 
changes or remodeling your store; suggestions as to 
sales stunts; advertising; collections; buying; turn- 
over; and other services which will be brought out at 
this convention by persons on the program. 

“Group meetings of which we had ten this past 
Fall have proved very interesting and from the ex- 
pression of members who attended of some value to 
them and it is the plan to cover the state this year with 
additional group meetings. 

“Association service is developing fast under the 
momentum we have acquired and while the Secretary 
hesitates to suggest increasing the dues from our 
present figure $8.00 to $10.00 as advised by the Na- 
tional office conference last October yet for Illinois 
to lag any in the required service would be lamentable 
when $10.00 is but a normal figure, therefore it might 
be wise for this convention to pass a resolution that 
the dues be increased to $10.00 January Ist, 1922, pro- 
vided the Board of Directors deem it advisable to put 
on another Field Secretary on or before January Ist, 
1922. 

“The occasion for making the suggestion is the de- 
mand of our members for this service more than one 
man can do and the further fact that we are beyond 
the experimental stage on this matter as Minnesota 
has three and is considering a fourth man and Wiscon- 
sin is looking for another man at the present time. 

“The ten group meetings held last year developed 
many things and in one case it convinced the Secretary 
of the undoubted loyalty of President Beatty to the 
Association’s interest, always at the call to do what- 
ever was necessary in a cheerful manner and unques- 
tionable much success of developing these group meet- 
ings is due to him and the Illinois Association is in- 
deed fortunate in having had him for President this 
past year.” 

The annual report of Fred Ruhling, Treasurer 
Illinois Retail Hardware Association, disclosed a satis- 
factory condition of the finances of the organization. 

The morning session closed with an address by 
Herbert P. Sheets, Secretary National Retail Hard- 
ware Association, who spoke of the benefits of or- 
ganization in helping retailers solve. their merchan- 
dizing problems. 

Tuesday afternoon’s session began at 2:30 o'clock 
with a number of joyous songs after which the audi- 
ence was divided into two sections for the more con- 
venient handling of queries presented through the 
Question Box. 

Phil Lambert of Kankakee was in charge of one- 
half the audience and W. L. Toler of Mounds directed 
the questions and answers from the other half. The 
topic for discussion was “The Organization of a Re- 
tail Hardware Store.” 





The questions dealt with various forms of owner- 
ship, namely, individual, partnership, limited partner- 
ship, and corporation. 

Questions of financing with special reference to 
bank and commercial credit and queries relating to 
accounting constituted the subjects of the afternoon. 
At the close of the questions and answers a summary 
of what were decided to be correct answers was read 
to the convention. 

The afternoon session closed with an address by 
E. G. Weir, of Dowagiac, Michigan, on “Successfully 
Evading the Question of Price in the Sale of High 
Grade Merchandise.” Among other things Mr. Weir 
said: 

“The art of selling consists in making the prospect 
see your merchandise as you see it and desire its pos- 
session more than the money necessary to its pur- 
chase. No one buys 
until he is willing to 
buy, which means 
that his will must be 
favorably influenced. 

“There are but five 
channels through 
which impression to 
the will may be con- 
veyed. They are the 
five sense. In the 
sale of strictly high 
g rade merchandise 
the uniformed sales- 
man appeals only to 
the sense of hearing. 
The more brilliant 
salesman appeals to 
the sense of seeing 
as well as hearing, 
for he knows that 
what the eye sees it 
anc what 
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believes, 
the ear hears it dis- 
In selling, 


the sense of sight is twenty timés more important than 


counts. 


the sense of hearing. 

“Remembering this, the successful salesman dem- 
onstrates his merchandise, emphasizing wherein it will 
fill and fit the needs of the prospect, and why. The 
still more brilliant salesman emphasizes the sense of 
touch. He endeavors to get his prospect in physical 
contact with the merchandise, for by so doing he con- 
centrates every faculty on the issue at hand to the 
exclusion of any detracting influences. 

“There is only one objection to.the strictly high 
grade merchandise in the mind of the prospect and 
that is the element called price, and this element or 
objection exists only in the reasoning mind. It 
naturally follows then, that the element of price can 
not be the determining factor in the sale if the appeal 
is made to the feeling mind. 

“With the sale of strictly high grade merchandise, 
if the salesman carefully searches for the heart ap- 
peal, or, if there is no heart appeal, to the pride ap- 
peal—health, comfort, convenience, and cleanliness— 
first, and utility last, he will have mastered the problem 
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of distributing strictly high grade merchandise, and 
will have the opportunity of arousing the desire to 
possess before the prospect thinks to ask the price, 
and by that time value will have been established in 
his mind to the point where the question of price will 
not be the determining factor in the sale. 

“The intelligent application of this basic principle 
to any commodity by any individual presages success. 
Only through practice will any individual become 
highly proficient. To study it, to make it a part of 
the fibre of your mentality is to qualify in a few years 
as a master salesman.” 

At 4:00 oclock Tuesday afternoon, the annual 
meeting of Subscribers at Hardware Underwriters 
was held. C. T. Woodward, Chairman of the Ad- 
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visory Committee, made his report, showing that the 
increase of business for 1920 has been three times the 
increase for the year IgI19. 

All the officers were re-elected. 

James P. Brown of Hillsboro, Illinois, one of the 
former presidents of the Illinois Retail Hardware As- 
sociation, was elected to take the place made vacant 
by the death of H. G. Cormick. , 

At 8:00 o'clock Tuesday evening, a jolly entertain- 
ment for the ladies, members, and exhibitors was given 
in the Louis XVI Room, Hotel Sherman. It was 
called, “Get Together with the Boys of ’49,” and repre- 
sented characters of the old days of the rush to the 
newly discovered gold fields of California. Every 
lady on entering the hall was given one thousand dol- 
lars (stage money) with which to take part in the 
feverish gambling of the gold diggers. The whole 
evening was a series of six cylinder fun and laughter. 

Wednesday, February 16, 1921. 

The morning session of Wednesday, February 16, 
began at 10:00 o'clock with community singing, fol- 
lowed by a discussion of store policy, store planning, 
and stock arrangement, through the Question Box in 
charge of A. W. Morse, of Chandlerville, and K. T. 
Strattan, of Mount Vernon. 
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Many helpful suggestions were brought out with 
regard to sales methods, community development, the 
relation of employes to the management of the store, 
and the numerous conveniences which enter into the 
total content of merchandising service. 

The session concluded with an address on “Excess 
Profits” by Rivers Peterson, Editor National Hard- 
ware Bulletin. 

At 1:30 o'clock in the afternoon the ladies met in 
the convention room for a theater party, under the 
auspices of the Ladies Committee of which Mrs. Ed. 
Meier was Chairman. 

The afternoon session consisted of questions and 
brief comment on the buying of merchandise. The 
Question Box was in charge of J. W. Van Valken- 
burg of Monmouth and J. F. Deuth of Forreston. 

“The Duty of ‘a Merchant to His Community” was 
the subject of an inspiring address by Edward F. 
Trefz, Organization Counsel, American City Bureau, 
Chicago, Illinois. 

The session closed with a sales demonstration on 
the merchandising of paints by George Trees, Indi- 
anapolis, Indiana, and Rivers Peterson, Argos, 
Indiana. 

A reception and informal dance fittingly rounded out 
the day for the delegates and their women folk. The 
music was good and the dancing graceful and pleasant. 

Thursday, February 17, 1921. 

The Question Box at the morning session of 
Februagy 17 was in charge of A. L. Kitchell, Mor- 
risonville, and W. G. Kelly, San Jose. Show windows 
and show cases and various forms of advertising 
constituted the topics for discussion. 

“The Ten Commandments of Successful Business.” 
formed the theme of an excellent address by Captain 
John W. Gorby, of Waukegan, Illinois. 

Thursday afternoon’s session began as usual with 
community singing followed by questions bearing upon 
queries and answers on the subject of sales and em- 
ployes through the Question Box in charge of George 
F. Haecker, Eureka, and P. H. Moloney, Abingdon. 

Paul Mulliken, Humboldt, and E. G. Aubrey, Field 
Secretary Illinois Retail Hardware Association, 
joined in giving a “Study in Trade Territory” which 
proved highly instructive. Following the reports of 
the various committees came the election of officers, 
resulting in the re-election of all the present officers 
for the ensuing term. 


Conventionalities. 


George E. Skosberg is one who will be glad when 
the convention season is over. Whether it was due to 
George’s smile or the effective way he had his Durham 
Duplex razors displayed, it is hard to say, but he will 
teH you conventions are surely great places to book 
orders. 

Artistically displayed against a background of royal 
blue velvet, the small nickel-plate model of the Majes- 
tic range drew many visitors to the booth of the Majes- 
tic Manufacturing Company, St. Louis. A. J. Coppin 
and F. H. Foster, when they were not too busy ex- 
plaining the features of the Majestic range, distributed 
“bashful” trick lock cigar cutters. 

In spite of the fact that this was the biggest and most 
largely attended convention of the Illinois Retail 
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idardware Association, one couldn't help noticing the 
following visitors: Secretary P. J. Jacobs of Wiscon- 
sin; Theodore Stockhoff of St. Louis; L.H. Turner of 
the Kelly Ax Manufacturing Company, Charleston, 
West Virginia; George Harms of F. Meyer and Broth- 
er Company, Peoria, and “Uncle” Dirk Meyer of the 
Meyer Furnace Company, Peoria. 

The Illinois exhibit wouldn’t be complete without 
H. D. Bell who was with us again this year displaying 
some mighty good looking stoves, ranges and furnaces 
for his firm, the Germer Stove Company, of Erie. 
Pennsylvania. 

“When the cat’s away, the mice will play,” they say, 
but not so with the Excelsior Steel Furnace Company 
sales force. Although President A. W. Glessner is 
still vacationing in Florida, no one worked harder look- 
ing after the interests of their firm than the Excelsior 
force. It kept A. B. Glessner, Joseph Goldberg, R. W. 
Menk, C. E. Glessner, C. L. Burch, W. S. Miller, John 
Brooks and Leonard Snowden busy every minute, look- 
ing after the comfort of their friends and booking 
orders. 

No father could be prouder of his first-born than 
Wesley Johnson of the new warm air heater made by 
the Standard Foundry and Manufacturing Company, 
of DeKalb, Illinois, which he displayed in his booth. 
“Wesley” knows a good furnace when he sees it and 
when he says “Ours is a real heater,” you can take his 
word for it. 

The American Steel and Wire Company room drew 
quite a crowd all the time, but especially on Wednes- 
day evening, when they had quite a realistic display 
of “chickens” behind their wire fence. Frank Thom- 
son, C. A. Cochran, T. Haskell, Webb Taylor and 
(>. W. Scott were in charge. 

If a vote were cast for the most popular man at the 
convention, Harvey Manny of the Manny Heating 
Supply Company, Chicago, would poll 100 per cent. 
While he was busy greeting his many friends, his assist- 
ant, Fred Bloomfield, booked orders. 

Judging frem the constant crowd around the booth 
of the Cicero-Chicago Corrugating Company, W. Ff. 
Waller and A. P. Siersma are not only good hosts, but 
splendid salesmen. 

The French Battery and Carbon Company of Madi- 
son, Wisconsin, had a real display of batteries and 
flashlights, under the supervision of their Mr. C. H. 
Graening. 

lt was hard to get a word in edgewise with either 
S. P. Burgess or W. G. Harms of the Rock Island 
Register Company of Rock Island, Illinois, as they 
were busy every minute of the time explaining the 
merits of the Rock Island registers, including their new 
pipeless register, and booking orders. 

We wonder if any one has seen “Tom” Pearson 
anything but good-natured and smiling. With him in 
the popular booth of the Central Heating Supply Com- 
pany of Chicago were the other officers of the Com- 
pany, M. J. Hanley, William Hanley and Robert Evans. 

J. E. Dekker was kept busy explaining the advan- 
tages of the new extension and the non-friction steel 
roller bearings in the auto-wheel coaster wagons, made 
by the Auto-Wheel Coaster Company, Incorporated, 
North Tonawanda, New York. 
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George M. Clark Company and the Quick Meal 
Range Company, both divisions of the American Stove 
Company, St. Louis, had adjoining rooms in which they 
displayed samples of their complete lines. The inter- 
ests of the former were looked after by Thomas 
Delany, J. C. Buckley, T. W. Lane and Ernest B. Ham- 
ner, while George Wood had charge of the Quick 
Meal exhibit. 


New Firm Assists Dealers 


Through a Service Bureau. 

One of the exhibitors at the Illinois Retail Hard- 
ware Association convention was the Chicago Hard- 
ware and Cutlery Company, 531 South Dearborn 
Street, Chicago, who although only in business since 
last October, showed signs of really healthy growth. 

They can’t help but succeed, as they have the right 
idea—success can best be built on service. 

They do not feel their work is done when the cus- 
tomer’s name is on the dotted line on the order blank. 

They realize that it is up to them to help their deal- 
ers sell not only the goods bought from them but in- 
crease his general sales. With this object in view, they 
have established a real dealers’ service bureau. 

Several members of this firm having at one time 
been actively and successfully engaged in the retail 
hardware and cutlery business, are firm believers in 
the sales-producing powers of window displays. 

They work right with the dealer, showing him how 
to buy so as to compete with the department store and 
how to trim windows that aid in getting the neighbor- 
hood trade. 

Not only will they make suggestions for effective 
window displays but will really do the work itself, the 
main idea being to serve their customers. The per- 
sonnel of the Company includes the following: A. R. 
Pritzlaff, Fred Kunter, W. B. Hawking, George P 
Kraft and W. Ganmie. 


Patent Office Registration for 
Hardware Is Granted. 
United States Patent Office registration, under 
number 139,103, have been granted to the Van Camp 
Hardware and Iron Company, 
DAN AMA Indianapolis, Indiana, for the 
son iek trade-mark shown _ herewith. 
The particular description of 
goods to which it is applied is steel hardware goods 
comprising of hoes and rakes; agricultural forks com- 
prising hay, manure, and garden forks; coal forks, 
shovels, spades, scoops, drain cleaners, posthole- 
diggers, picks and mattocks. The Company claims 
use of this trade mark since June I, 1913, and applica- 
tion for registration was filed July 28,.1920. 





Is Satisfied with Service 

of AMERICAN ARTISAN. 

To AMERICAN ARTISAN AND HARDWARD REcorD: 
Please discontinue my classified advertisement in 

vour journal as it has served its purpose to my full 


satisfaction. 
Joun MILLER. 


St. Nazianz, Wisconsin, February 8, 1921. 
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Record-Breaking Attendance Distinguishes Annual 


Convention of the Ohio Hardware Association. 


Delegates Are Unanimous in Regarding the Business Outlook 
with Firm Confidence in the Return of Wholesome Prosperity. 


Two hundred delegates more than the total number 
in attendance at any former yearly conclave of the or- 
ganization were present at the Twenty-seventh Annual 
Convention of the Ohio Hardware Association, Feb- 
ruary 15, 16, 17, and 18, 1921, in the Assembly Room, 
Deshler Hotel, Columbus, Ohio. 

Tuesday, February 15, 1921. 

The first session began at 1:30 p. m. with com- 
The convention was called to order 
by President AIl- 
bert Zettler. The 
invocation was 
made by the Rev- 
erend Father G. A. 
Carpentier, Chap- 
lain of the famous 


munity singing. 


Rainbow Division 
of the American 
Expeditionary 
Forces. 


Edward James 
Cattell of Philadel- 
phia gave a timely 
and suggestive ad- 
dress on ‘“Ameri- 
canization,”’ after 
which the members 
adjourned to the 
hardware — exhibi- 
tion in Memorial 
Hall. 

Tuesday evening 
at 7:30 o'clock an- 





Albert Zettler, Retiring President other session was 
Ohio Hardware Association. held. Two ad- 
dresses were de- 


livered. The first was on the subject of “Foreign 
Exchange and Its Relation to Domestic Production,” 
by J. C. Nevin, Secretary, Federal Reserve Bank, 
Cleveland, Ohio. 

The second address of the evening was by Captain 
John W. Gorby of Waukegan, Illinois, who spoke on 
the topic of “How to Become a More Successful Mer- 
chant.” Among other things, he said: 

“It is with special pleasure and appreciation that I 
accept this invitation to speak to the hardware dealers 
of my native state. Ohio has been and will continue 
to be one of the foremost states in our Union in busi- 
ness and politics, primarily because of the good sense 
of our people. 

“We have reason for optimism in the knowledge of 
the vast resources of our country, being now upward 
of 250 billions. Having only one-sixteenth of the land 
area of the world and having one-seventeenth of the 
world’s population, we now produce some 40 to 60 


per cent of what the world requires for food raiment 
and the supplies of labor. 

“The great need for new construction work with 
the coming of easier credit conditions will mean a 
building boom within the next year, which must mean 
increased profits to every hardware dealer in Ohio. 
Statistics which are beyond dispute show the present 
need of new housing, and if provision has not already 
been made in your community, when you go back home 
you should use your best efforts to get the bankers, the 
capitalists, the manufacturerer and your local associa- 
tion of commerce together to the end that adequate 
housing may be promoted without delay. In this way 
you are combining business profits with community 
service, with the latter predominating. 

“For these very important reasons the Ohio hard- 
ware dealer with his customary good sense faces the 
future with abounding optimism. We do not shut out 
eyes to the truths so plainly evident. We know all the 
facts of our present situation, but we know that -en- 
ergy, hard work, honesty and American ingenuity will 
be the victor. 

“The keys to business success which never fail to 
unlock the treasure chest of a community, is first of 
all the key of confidence. This confidence will be 
greatly increased by a knowledge of your goods. Man- 
ufacturers are anxious to place in your hands all pos- 
sible information about their goods, to the end that 
you may become an authority on them and their use. 

“If the field covered by your store is too large for 
you, divide it up among your clerks and establish a 
system whereby it will be to the personal advantage of 
the clerks to know more of their own line of goods. 
Spur up their ambition to know, for knowledge is 
power, and power commands the channels of trade. 
A confidence in your knowledge will lead to a con- 
fidence in your judgment and a yet greater confidence 
in the goods you handle. 

“Tt stands to reason that you must tell the people 
what you have. Frequently the hardware dealer who 
Joes not advertise finds that his own neighbors are 
going to the next town to buy the things which he 
has on his own shelves. It is also a striking fact that 
84 per cent of the failures during the past year did not 
advertise their business, while they were attempting 
to do business. 

“Take home from this convention a new enthusi- 
asm. Resolve to be a booster for your community, 
which is for you the very best community in the world. 
Boost it day and night. 

“Cultivate the positive qualities of confidence, truth, 
enthusiasm, industry, hard work and faith, and des- 
pise the negative qualities of pessimism, suspicion, gos- 
sip and scandal. Remember that though you may 
have the finest appearing store in the world, your 
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shelves may be brilliant with the most attractive goods, 
your system of record keeping may be ideal, but with 
all this the confidence of your neighbors in you, in 
other words the spirituality of good will, will determine 
the permanent size of your bank account.” 

During the evening the ladies attended a vaudeville 
and returned in time for a general reception and en- 
tertainment in the Ball Room, Deshler Hotel. 

Wednesday, February 16, 1921. 

The morning session of Wednesday opened at 9 
o'clock with a discussion of the business outlook. The 
topic was presented through the Question Box in 
charge of John F. Baker of Dayton. 

Gypsy Smith, the noted evangelist, gave a short talk 
of an inspirational nature; and then President Albert 
Zettler delivered his message to the Convention. He 
spoke substantially as follows: 

President Albert Zettler’s Message to the Convention of 


the Ohio Hardware Association, February 16th, 
in Columbus, Ohio. 


‘The past year has been one of kaleidoscopic changes. 
Never since the Civil War has there been so much 
uncertainty. During the first few months we have seen 
prices still soaring. We have faced a scarcity of a 
number of the mogt staple articles of merchandise, ap- 
proaching a merchandise famine. We have seen this 
scarcity reduced to a point where it is now possible to 
obtain a reasonable amount of practically every line of 
merchandise. 

“The time has arrived when business men have 
soberly analyzed conditions and I believe have come to 
the conclusion that our country has been and is un- 
-dergoing an orderly process of readjustment. 

Housing Problem. 

“Metropolis, city, village and farm alike are suffer- 
ing for want of buildings. Indeed, this shortage has 
become so serious it is now considered by our govern- 
ment a menace to health. Certain it is this shortage 
must and will soon be in process of solution. The build- 
ers hardware line which has practically been dead since 
1916 will then come into its own, with all the resultant 
additional business for the hardware merchant. 

Legislation 

“It will behoove you to keep your legislative com- 
‘mittee to the fore. Keep posted on what your state 
and national legislatures are doing so that this Asso- 
ciation, as an effective force can combat any attempt 
at vicious and foolhardy legislation calculated to play 
to the sensibilities of certain classes to the great detri- 
ment of business. 

Farm Bureaus, Grange Stores, Etc. 

“T am not opposed to grange stores, elevators, buying 
combines, etc., nor do I fear them as competitors. I 
know the American hardware man of today can suc- 
cessfully compete with any fair competition, if he is 
not unfairly and unjustly handicapped. I do not ob- 
ject to public funds being expended by the state or 
national government for farm extension work. I do 
object to having it used to advertise and further pri- 
vate commercial enterprises for the benefit of a class. 

Excess Profits Tax, Sales Tax. 

“There seems to be a more or less insistent demand 

in some quarters that the excess profits taxes be re- 
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pealed and that the amount of funds now derived from 
that source be collected in other ways and from other 
individuals, preferably through a retail or sales tax. I 
earnestly recommend this subject to your serious con- 
sideration. The opponents to the repeal of the excess 
profits taxes are steadily growing as the subject is be- 
ing seriously considered. It is my belief that after thor- 
ough consideration merchants generally will oppose 
this change. 

“Before closing I take this opportunity to thank our 
officers 3oard of Directors for their splendid, 
wholehearted 
port and to thank 
members for the 
many courtesies 
shown me through- 
out the year.” 

At the conclusion 
of President Zettler’s 
message came the 
annual report of Sec- 
retary James B. Car- 
son, the salient points 
of which are as fol- 
lows: 

Annual report of 
Secretary James B. 
Carosn, to conven- 
tion of Ohio Hard- 
ware Association, 
February 16th, in 
Columbus, Ohio: 

“In making my re- 
port to the Twenty- 
seventh Annual Con- 
vention of The Ohio 
Hardware Associa- 
tion, I just want to refer briefly to the progress that 
has been made in association work during the past year. 

“During the year, our directors authorized a sub- 
scription to Babson’s Reports and each month under 
the head of “Conditions,” we have given these reports 
to you. Coming at a time when there has been so much 
uncertainty in the future, as all through the year we 
have bene looking forward to the readjustment period, 
we believe these reports have had an effect of steadi- 
ness on the membership. They looked farther ahad. 
They were not caught napping because they had pre- 
pared themselves. The reports probably have been the 
direct cause of the saving of many thousands of 


and 
Su p- 


Charles F. Hauck, Newly Elected 
President Ohio Hardware 
Association. 


dollars, 

“We expect to continue these reports. Whether the 
advice is always right or not we are not going to say, 
we leave this to your own judgment, but anything we 
can give you that will cause you to give more thought 
to your business, that will cause you to lay your plans 
with greater care, that will make you put the best of 
yourself into your business, will be the greatest service 
our office can render to you. 

“In a year such as the past one has been, when every 
particle of the business atmosphere one breathed was 
filled with uncertainty, when it was absolutely neces- 
sary to discuss one’s business problems with people 
who knew something of them because they had the 
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same kind of business problems of their own, the 
members in many sections of our state held group 
meetings to talk over business conditions. 

“I just want to briefly call your attention to the 
hardware mutual insurance department of our work. 
Our Association has made it possible for you to carry 
double the amount of insurance for the same amount 
of premium. I believe there are many members in our 
Association who do not have as much protection 
against fire as they should have. There are enough 
hardware mutual insurance companies admitted into 
our state to carry all your insurance. They have given 
you the best protection for so small a cost, that you 
are not fair to your family or to your customers or 
to your business when you do not protect it. 

“Our increase in membership during the past year 
has been the greatest of any single year in our history 
and larger than that of any of the other states, al- 
though we are not the largest state association. 

“Throw your whole soul into the work this spring 
and make the confidence you have in the future be an 
inspiration to others in-your community. It is only 
through our individual efforts that we can make busi- 
ness conditions better. 

“Have you ever stopped to consider that it is you 
who make this Association? Are you just the kind 
of a member you would like every other member to 
be? If every other member of this organization did 
exactly as much for it as you do, adopted the same 
business standards you practice, would our Associa- 
tion be improved? I want you to take these questions 
home with you. 

“In conclusion, I want to thank the president and 
all the other officers for the help they have given our 
office through the year. We have had to ask them for 
more time than any other year, possibly because so 
many of them have been connected with local organ- 
izations, but I want to take this occasion to assure them 
that it has been a very pleasant year to your secretary.” 

An address by Herbert P. Sheets, Secretary National 
Retail Hardware Association, showing the benefits of 
association membership, concluded the Wednesday 
morning meeting. The afternoon was spent at the 
Exhibit Hall buying goods from exhibitors. 

Wednesday night a grand ball and other entertain- 
ments were given at the Southern Hotel. The Gentle- 
men and Ladies’ Reception and Entertainment Com- 
mittee earned the praise and gratitude which was so 
freely bestowed upon them. The personnel, of this 


committee was as follows: 
Mr. and Mrs. A. G. Lohnes, Chairman. 


Mrs. H. Clay Dean Mrs. W. J. Saile 

Mrs. Albert Zettler Mrs. E. C. Jenkins 
Mrs. John E. Cottrell Mrs. W. J. Lehner 
Mrs. Robert O’Brien Mrs. Chas. O. Fravel 
Mrs. William P. Tracy \irs. Orin Ross 

Mrs. H. P. Cook Mrs. J. A. Dury 

Mrs. H. W. Culbertson Mrs. Chas. Robinson 
Mrs. W. C. Kennedy Mrs. J. J. Bower 
Mrs. J. C. Stimmel Mrs. Chas. H. Ackers 
Mr. H. S. Bradford Mr. G. D. Hilliard 
Mr. Calvin Sohl Mr. Robert O’Brien 
Mr. W. L. Millikin Mr. T. F. Connors 
Mr. E. C. Jenkins Mr. C. S. Hudson 
Mr. F. W. Dickinson Mr. H. Clay Dean 
Mr. W. J. Lehner Mr. S. S. Green 

Mr. W. J. Saile Mr. A. E. Loeb 

Mr. Roger Williams Mr. Orin Ross 

Mr. W. E. O'Neil Mr. Chas. H. Ackers 
Mr. Chas. H. Hunsinger Mr. William S. Hunter 


Mr. Ray F. Marion 
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Thursday, February .7, 1921. 

“Cooperation with the Farmer” was the subject 
dealt with through the Question Box at Thursday 
morning’s session. The discussion was led by J. P. 
Duffey of Greenville. 

E. G. Weir of Dowagaic, Michigan, gave the prin- 
cipal address of the session. He spoke on ‘“Under- 
writing Success in 1921.” 

After his address a general discussion of business 
conditions took place. The trend of opinion was in 





James B. Carson, Re-elected Secretary Ohio Hardware 
Association. 


the direction of greater prosperity through the stabiliz- 
ing influence of better merchandising and wise spend- 
ing. 

Thursday afternoon was devoted to the hardware 
exhibition. In the evening the annual Hardware The- 
ater Party was held. 

Friday, February 18, 1921. 

The Question Box at Friday morning’s session was 
under the direction of Miles J. Watson, President of 
the Lorain County Hardware Club. The topic was 
“Group Meetings and What They Do for the Mem- 
bers.” 

As a result of the report of the Election Committee, 
the following members were chosen to conduct the 
affairs of the Ohio Hardware Association during the 
coming year: 

President: CHARLES F. Hauck, Springfield ; 

Vice-president : W. G. Branson, Lima; 

Secretary: James B. Carson, Dayton; 

Treasurer: Joun F. BAKeEr, Dayton. 

Directors: F. M. Potter, Cleveland; WitiiaAm 
GREINER, Toledo; A. R. Suiptey, Richwood; and R. 
W. McVey, Bellaire. 

The officers and directors were also selected as dele- 
gates to the National Convention. 


Conventionalities. 


Just inside of the entrance to the Exhibit Hall was 
the attractive display of the Monitor Stove Company, 
where Forest E. Trees and F. S. Gottschalk enter- 
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tained visitors and extolled the worth of CaloriC pipe- 
less warm air furnaces. 

J. R. Strahlendorf and F. F. Foster were in charge 
of the exhibit of the Peerless Foundry Company and 
had many admirers of their Peerless Armco Iron 
warm air furnaces. They made a special feature of 
their two-piece gas burner which fits right above the 
brick lining. 

The Corning Glass Works had one of the most at- 
tractive displays at the Exhibit and their drawings 
attracted big crowds. Twice a day the lucky card 
brought a fine set of “Pyrex” baking ware to the per- 
son holding same. The display was under the charge 
of W. M. Payson, B. A. Burke and Mrs. J. H. Bliss. 

As an indication of what the hardware dealer thinks 
of gas mantle stoves, it is interesting to note that there 
were four exhibits of these very handy heating fixtures, 
and that all of them were doing a reasonably good 
business. The four exhibits were those of the Gen- 
eral Gas Light Company, the Ohio State Stove and 
Manufacturing Company, the J. H. Grayson Manu- 
facturing Company, and the Lawson Manufacturing 
Company. Mr. Charles Harbison, of the Grayson 
Company, states 75 per cent of their output of mantle 
stoves is sold through hardware stores, where natural 
gas is used. 

The large combination exhibit of the Mascot Stove 
Company and the Independent Stove Company, where 
almost a dozen different styles of enameled ranges 
were shown, was very attractive and had many visitors. 
]. F. James, President of the Mascot, and J. Edson 
Ellis, Secretary of the Independent, were ably assisted 
by B. F. Berkheimer, W. J. Lammers and Charles 
Bartholomew. 

Sam T. White and H. Earl Fries did the honors in 
the booth of the White Lily Manufacturing Company, 
where their new de luxe cabinet and all copper wash- 
ing machines were shown. 

J. R. Brower and C. Loeffler had charge of the 
handsome display of Quick Meal enamel ranges, oi! 
stoves and soldering torches. 

F. B. Lower, of the Automatic Electric Washer 
Company, had plenty to do with demonstrating the 
Company’s well assorted line of washing machines. 

In the booth of the Simonds Manufacturing Com- 
pany, George E. Curtis and R. A. Gilchrest did the 
honors. “George” has “made” hardware conventions 
for so many years that there are few of the “regulars” 
he can not call by their first name, and he certainly 
knows how to talk saws. 

Henry Squibbs headed the large delegation of 
American Steel & Wire Company salesmen who col- 
lected a considerable number of orders for steel fence 
posts and other specialties of the Company. His corps 
was composed of the following: F. W. Ingalls, Frank 
Horning, E. J. Wightman, Charles E. Burns and E. 
|. English. 

Charles Hall was in charge of the exhibit of the 
Hall-Neal Furnace Company. “Charlie” says that 
their Victor steel warm air furnace is well on the way 
to become the standard in Indiana, and that he wants 
to bring it to the same point in Ohio. 

Wayne Duffin must have a special “stand in” with 
the Exhibit Committee, for he occupied a corner booth 


on the stage with his regular exhibit, but really made 
his demonstration of the Auto Wheel Coaster all over 
the stage, showing how easy running it is. 

The very handsome exhibit of the Vaughan & Bush- 
nell Manufacturing Company was under the direction 
of “Gus” Ruhling and L. T. Dohn, who were kept busy 
taking orders for their well known Vanadium ham- 
mers, braces and kindred tools for carpenters and 
blacksmiths. 

In the attractive display of “Pointer” stoves and 
ranges, “Charlie” Gohmann, F. E. Verina and David 
D. Lewis had many admiring visitors who placed lib- 
eral orders for the popular priced enameled ranges 
recently brought out by Gohmann Brothers & Kahler. 

S. F. (“Pop”) Perrigo, A. Mertz and T. A. Car- 
roll, advertising manager of E. C. Atkins & Company, 
were kept busy greeting their many friends among the 
dealers who sell “Silver Steel” saws. 

The attractive exhibit of the “Wheeling Corrugating 
Company was under the charge of C. T. McGough, 
C. W. Waller and R. F. Williams. They presented 
useful souvenirs in form of small bake pans. 

Arthur J. Pence, sales manager, and E. W. Curry 
had a busy time demonstrating the handsome Copper 
Clad malleable iron range, made by the Copper Clad 
Malleable Range Company. 

E. B. Langenberg, Secretary, assisted by Harry A. 
Beaman and A. F. Fanning, entertained their many 
visitors by a very pictorial demonstration of the Front 
Rank steel warm air furnaces, made by the Haynes- 
Langenberg Manufacturing Company. 

A splendid dinner was given by the American Steel 
& Wire Company to the officers, directors and a num- 
ber of the prominent hardware dealers and their ladies 
at the “Maramor,” East Broad Street, under the direc- 
tion of Henry Squibbs, F. W. Ingalls, Frank Horn- 
ing, E. J. Wightman, Charles E. Burns and E. J. Eng- 
lish, on Wednesday evening, about 150 covers being 
laid. 

A number of happy impromptu addresses were made 
by some of the best known hardware men, all of whom 
showed that they were imbued with the same spirit of 
optimism which has been so evident during this entire 
Convention. 


Will Issue Net Price List of 
Complete Line of Hardware. 

Preparations have been completed by the Brown- 
Camp Hardware Company, Des Moines, Iowa, for 
the issuance of a complete net. price list covering the 
Company’s entire line of general hardware, stoves, 
paints, sporting goods, cutlery, and accessories to the 
retail trade. 


Says AMERICAN ARTISAN Is 
Better Than Ever. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

In sending check to renew my _ subscription for 
another year, I want to say that during the past year 
your paper has been better than ever and is well worth 
many times the price you ask for it. 

Georce E. BANKER. 

Woodhull, Illinois, February 17, 1921. 
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Minnesota Retail Hardware Association Holds the Best 


Convention in History of the Organization. 


Membership in the Association, According to President 
Babcock, Means Better Citizenship and Better Business. 


The biggest convention of its kind ever staged in 
the Northwest was heid by the Minnesota Retail Hard- 
ware Association, February 15, 16, 17 and 18, 1921, in 
the St. Paul Auditorium and the Y. W. C. A. Audi- 
torium, St. Paul, Minnesota. Fully two thousand 
persons were in attendance. 

The St. Paul Auditorium was so thoroughly occu- 
pied with exhibits that there was no room for holding 
the sessions of the convention there and consequently 
the Y. W. C. A. Building across the street was pressed 
into service for the daily meetings. 

Sixty-five charter members of the Association were 





H. O. Roberts, Secretary Minnesota Retail Hardware 
Association. ‘ 


formally presented with souvenir cuff buttons by M. D. 
Hussie, who was president of the Association in 1919. 
The cuff buttons are of sterling silver and bear the 
emblem of the National Retail Hardware Association. 


A hardware exhibit consisting of one hundred and 
seventy-eight booths was a feature of the convention. 
The entire first balcony of the Auditorium was taken 
up by the various displays and even the space used 
heretofore as a dining room in the building was divided 
into twenty-six booths for exhibits. 

Not only is membership in the Minnesota Retail 
Hardware Association helpful in aiding dealers to im- 
prove their business and increase their income, but, 
in the judgment of President E. P. Babcock, it is a 
strong influence in the promotion of better citizenship. 

The many services, both civic and commercial, which 
the Association is constantly performing for its mem- 
bers, were clearly set forth in the message of Presi- 


dent Babcock to the convention. The main portions 
of his address are as follows: 

“The purpose of our Association is to make better 
merchants and better stores and for better financing, 
better buying, better selling, better profits, better sys- 
tem, better organization, better credits, better collection 
and better cooperation. 

You will notice that the word merchants heads the 
list, and well so, for it embodies all the rest. 

“A good merchant realizes the duty he owes the 
public, is honest in his dealings, courteous to salesmen 
as well as customers, kind, but business-like in deal- 
ing with help, and the model for the others in the 
store. He knows his goods and instructs the help, is 
friendly with his fellow merchants and helps the com- 
munity in which he lives to become a better place to 
live in. 

“Display helps the appearance as well as the sales, 
and proper grouping of kindred articles saves labor and 
sells more goods. A well trimmed window is the 
dress hat of the store and the best advertising medium 
the country merchant possesses. 

“We should keep the kind and amount of stock on 
hand in proportion to the amount of the business done, 
and buying records showing amounts to be purchased 
and prices quoted. We should consider carefully the 
kind of goods and the quality of same, keeping our 
own counsel and letting the other fellow do the talking. 

“We should know our goods and try to see the pros- 
pective purchaser from the viewpoint of the customer. 
If possible we should sell the article best suited to his 
needs. 

“We should have a time and place for everything. 
Grouping of kindred articles, displaying of advertised 
goods, and proper books and records of accounts are 
all a part of system. 

“We should divide the work of our help to obtain 
the best results. Getting the merchants of a town 
together and getting the merchants of a district to- 
gether is a part of association work. 

“Collection of bills outstanding and restriction of 
credit by means of credit bureaus is a very prominent 
part of Association work being done by our office force. 

“By eliminating duplication of lines in the same 
town, helping to keep a friendly feeling between com- 
petitors and a better understanding between merchants 
and general public is cooperation with interest. 

“As I go out at night I sometimes look into the 
heavens with awe and wonder at the many worlds I 
see. The light of those worlds has been on its way for 
hundreds of years. Then to think that if I were on 
the fartherest one of those worlds I could take another 
look and see as many more and so keep on forever. 

“Advertising has very much the same effect on me 
so I will not make any start on that subject. I feel 
sure that if one of these advertising men were to talk 
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en this subject until he got through we might some 
time meet him in one of these fartherest worlds and he 
would still be talking. Just as food for thought it 
might be well to note that 84 per cent of all failures in 
1920 were not advertisers. 

“You all know that we have several Mutual Hard- 
ware Insurance Companies in the United States, all of 
which are saving us money on insurance, but some 
more than others. Just why there should be so many 
with all the extra expense entailed has always been a 
question in my mind. 

These insurance 
companies were or- 
ganized for the di- 
rect benefit of hard- 
ware men. It has 
been necessary for 
these companies to 
put out agents who 
are paid on a com- 
mission basis. If we 
place our insurance 
through the Associa- 
tion office this com- 
mission goes to the 
Hardware Associa- 
tion and again be- 
comes a direct bene- 
fit to all hardware 

men. 

“To make better 
‘citizens is the natural 
result to be expected 





Wm. H. Ryan, Vice-President iain tei daa. 
Minnesota Retail Hardware : 4 

Association. tion. If there was 

ever a time when 


good citizens were needed it is now. The people are 
money mad and are bound straight for hell unless they 
can be brought to a realization of their moral obliga- 
tions one to another. 

“There are rumblings of unrest that are ominous. 
The farmers as producers have taken a big loss. Cer- 
tain men are accused of manipulating the market to 
their detriment. Traitors to our country are taking 
advantage of the situation to stir up discord and strife 
and thus advance their own personal ends. 


“Labor having become accustomed to high wages and 
short hours with plenty of work is being thrown out 
of employment and wages reduced. Here again the 
traitors are at work spreading the poison of prejudice. 
Politicians are working their nefarious game for a 
few paltry dollars and seat of power or honor. 

“The situation is serious but not hopeless. We have 
been sitting on a bomb and it looks like our move. In 
spite of all this pessimism with careful handling we 
will emerge from our present situation to enter a period 
of prosperity. To accomplish this we need to do all 
in our power to promote the welfare of the farmer who 
is the backbone of our country. With prosperous 
farmers the labor situation will take care of itself. 

“You may ask what a hardware man has to do with 
all this. Just this! Do our duty to our country and 
the community in which we live by honest dealing, 
begetting the confidence of our fellow citizen and work- 


ing for the moral uplift of the community in which we 
live. When the people have again turned to the paths 
of truth and righteousness, then and not till then will 
we receive the blessings of peace and prosperity. 


“Profits are not all that we should look for as we 
travel life’s highway. Health is more valuable than 
profits and should be looked after very carefully. 
Recreation is essential to health and for this purpose I 
hope some day to see a Hardware Men’s Club on one 
of Minnesota’s beautiful lakes. 

“We may have health and wealth and yet lack that 
peace of mind which brings true happiness. Righteous- 
ness is the foundation of all true happiness and essen- 
tial to the welfare of our souls.” 





Pictures Aid Advertising. 


There is a lesson worth learning in the report of 
United States Consul Thornwell Haynes regarding the 
use of photographs in advertising. 

Writing from Berne, Switzerland, to Commerce Re- 
ports, published by the Bureau of Foreign and Domestic 
Commerce, Washington, D. C., he says: 

Swiss business firms display great talent in artistic 
advertising. Wrappings are not only always neat and 
appealing in subject, form, and color, but the pictures 
and photographs, whether accompanying sales or used 
as display advertisement, are particularly attractive. 

These in almost all cases portray some well-known 
national event, or some artistic and historic piece of 
natural scenery. 

rhe big chocolate manufacturers and watchmakers 
of Berne are particularly adept in appealing to the eye. 

The Swiss have learned more thoroughly than the 
American manufacturer and seller that no amount of 
expertly written description of anything, whether it be 
machinery, chocolate, a watch, or a music box, can tell 
the story as well as a good photograph. 


The principal reason of this is due, not so much to 
a greater imagination and artistic temperament, as to a 
conscious feeling that among so many different Euro- 
pean languages a universal appeal has a greater and a 
more attentive audience. 


For example, to an American machinery company a 
visualization to the foreign buyer of American export 
machinery would certainly be of value in impressing 
nontechnical men such as the average European board 
of directors. 

In fact, it has been known, also, to have the power to 
arouse even the interest of skilled engineers. 

American articles sold to Switzerland, as well as 
those sold throughout all Europe, yield themselves 
easily and readily to the photographic idea. 











Your attention is directed to 
: an exclusive feature of AMERICAN 
Artisan AnD Harpware Recorp. 
It has the distinction of being 
the only publication which 
gives Western hardware and 
metal prices corrected weekly. 
You will find these prices on 
pages 50 to 55 inclusive. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





WINDOW EXHIBIT SHOWS ONE 
LINE OF PRODUCTS. 


The usefulness of an article is one of the motives 
for buying it. 

We have, however, detinitely passed the stage of 
growth in which the bare essentials of any commodity 
are sufficient to satisfy all our desires. 

Without: giving much thought to the matter, in- 
stinctively we choose such additions to the things we 
need as render them more pleasing to the eye. 

This is true of all manner of necessities. 

Primarily, for example, a house is built to give a rea- 











the home something more than four walls and a roof. 

Howard C. Crabb, who arranged and designed the 
window display of Corbin hardware shown in the ac 
companying picture, had in mind the ornamental as 
well as useful qualities of the goods which he used to 
make up the display. 

He, therefore, set about to make the entire window 
exhibit convey the impression of artistic form and 
appeal. 

The background of this window display represented 
the panels of a room against which the combined latches 
and locks were shown with striking effect. 
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Window Display of Builders’ Hardware Designed and Arranged by Howard C. Crabb for Belcher and Loomis Hard- 
ware Company, Providence, Rhode Island. 


sonable degree of comfort and shelter to those who 
live in it. 

But, we are not satisfied with a building which merely 
affords us a place in which to sleep and eat and which 
protects us against storm and rain. 

Take two houses built of precisely the same mate- 
rial and costing the same amount of dollars and cents. 

Let one of the houses be solid and substantial but 
without ornamentation of any sort. Let all its hard- 
ware trimmings be unpolished and sufficiently plain in 
every detail. 

Let the buyer have his choice between such a house 
and one costing the same amount of money but which 
has many minor ornamentations which present a pleas- 
ing total to the eye of the observer. 

There is no question about which one would be 
chosen. The buyer would reject the plain, unadorned 
house. 

Builder’s hardware is made not only to supply neces- 
sity, but to give a pleasing impression as well—to make 


The cretonne in the upper part of the background 
aided in giving a suggestion of home. The floor was 
covered with green plush. 

The drapes of cretonne on either side and the vase 
of six large chrysanthemums deepened the artistic im- 
pression created by the display. 

There are many ways of achieving unity of ideas in 
window advertising. One of the most effective meth- 
ods is to display a complete line of one company’s 
standardized trade-marked products. 

This is done with much success by Mr. Crabb in the 
window display under discussion. 

It will be noted that there is ample variety of design 
in the various articles shown, so that there is almost 
certain to be some particular design which will suit 
the fancy of practically every passer-by. 

This window display fully justified the thought and 
labor spent in its preparation because it quickened the 
sale of builder’s hardware during the time that it was 


in the window. 
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The Judges of the Window Display Competition Find 
Big Improvement Over the Displays of Former Years. 


Greater Attention to Window Advertising and More Study of the 
Principles of Display Are Evidenced in This Year’s Contest. 


‘There was a time when the only surgeons were 
barbers. Indeed, for many hundred years, the knowl- 
edge of anatomy was confined to a few daring in- 
vestigators who risked death or banishment by go- 
ing against accepted principles with regard to the 
sacredness of the human body. 

The barber’s pole that we see today, with its alternat- 
ing stripes of white and red, signified in the olden 
times that the shop in front of which it stood num- 
bered among its other services that of “cupping and 
bleeding.” It took a long time for the science of 
surgery to develop out of the old crude, ignorant, and 
bungling experiments of barbers. 

It is much the same with the science of merchan- 
dising. Centuries ago no one ever thought of study- 
ing psychology in relation to selling. Business con- 
sisted merely of barter and exchange, with all their 
attendant trickeries. 

It was only when the universities and colleges 
emerged from the dusty realm of classics and began 
to perceive that business is a part of life and that 
Latin and Greek and archxology did not make up the 
entire contents of culture that men began to apply 
scientific methods to the production and distribution 
of commodities. 

Today the leading universities of the world have 
courses in business and commercial psychology which 
are given equal standing with other studies. 

One needs only to compare a modern, up-to-the- 
minute hardware store with the ironmonger’s shop of 
the hundred years ago to realize the tremendous prog- 
ress which has been made in hardware merchandising. 

It is no exaggeration to say that one of the main 
forces in the evolution and transformation of the 
modern hardware store is window advertising. 

From a haphazard jumble of goods put into the 
windew space without plan or purpose to the attrac- 
tive and carefully designed window displays 
entered in the Window Display Competition of 
AMERICAN ARTISAN AND HARDWARE Recorp which 
closed February 15, 1921, there has been steady im- 
provement. 

Relatively, it has been the same sort of development 
which has taken place from the barber shop to the 
operating room of a twentieth century hospital. In 
other words, window display has grown into a science. 

The science of window advertising involves the 
study of human nature. It embraces an analysis of 
the emotional process through which the senses are 
favorably or unfavorably influenced by the presenta- 
tion of commodities for sale, and it includes practical 
knowledge of the effects of color, light, form, and sym- 
metry upon the quickening or creating of desire for 
the goods presented. 

The Window Display Competition conducted by 
AMERICAN ARTISAN AND Harpware Recorp had for 


its object what might be called the gathering together 
of clinical material for education in window adver- 
tising. 

Ikvery week throughout the year there has been an 
example of resultful window display with helpful 
comment and instruction. 

These examples have served as lessons for those who 
are designing and arranging window displays for the 
betterment of their business. 

That those who took part in the competition profited 
by the varied teachings of AMERICAN ARTISAN AND 
I1ARDWARE Recorp is amply evidenced by the high 
character of the displays submitted in the contest. 

In passing upon the merits of the photographs and 
descriptions entered in the contest, the judges whose 
decision fixed the award of prizes spent an entire 
afternoon in examining the many entries. 

Ordinarily, in such a contest it is comparatively 
easy to come to an agreement, but owing to the un- 
common excellence which characterized practically all 
of the displays, it was difficult to reach a unanimous 
judgment. 

The men selected for this task represented the three 
main phases of production and distribution, namely, 
a manufacturer, a wholesaler, and a retailer. 

W. F. Waller, Vice President Cicero-Chicago Cor- 
rugating Company, represented the manufacturers. He 
was for many years city salesman for the well-known 
firm of Hibbard, Spencer, Bartlett and Company, Chi- 
cago. He is, therefore, eminently fitted for passing 
judgment upon the practical value of the window 
display. Moreover, he has achieved a notable success 
since entering the manufacturing field. Because of his 
thorough knowledge of hardware and allied lines, 
coupled with a talent for salesmanship of a high 
order, he has been instrumental in bringing the Cicero- 
Chicago Corrugating Company into the front rank. 

His contact with hardware dealers is still main- 
tained because his company manufactures eaves 
trough, conductor pipe and accessories pertaining to 
lines carried in practically all sheet metal shops and 
hardware stores. 

The wholesale trade was represented by C. G. Barth, 
of the Rehm Hardware Company, Chicago, Illinois. 
Mr. Barth knows hardware merchandising from every 
He understands human nature. He is a man 
He appreciates at their full 


angle, 
of broad sympathies. 
value the underlying motives and principles of sales- 
manship. He has a keen sense of genuine service and 
is quick to detect any note of insincerity. Above all, 
he is conscientious in his estimate of men and affairs, 
carefully excluding his own likes and dislikes in ar- 
riving at the judgments which guide him in the opera- 
tion of business. He is, therefore, ideally equipped 
for the work of judge in such a competition as that 
just ended. 
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Retail hardware merchandising was represented in 
the contest by S. J. Koehler, corresponding secretary 
and buyer of the Chicago Retail Hardware Association 
and for many years connected with the firm of Frank 
F. Porter Company, Hardware Dealers, of Chicago. 
Mr. Koehler, when he was only twelve years old, be- 
gan selling hardware. He has been with Frank F. 
Porter Company since 1897 and since 1900 he has 
done most of the buying for the firm. His knowledge 
of retail hardware problems and his skill in estimating 
the selling power of a window display are the outcome 
of years of experience and study. 

These three judges, namely, W. F. Waller, C. G. 
Barth, and S. J. Koehler, considered the photographs 
and descriptions entered in AMERICAN ARTISAN AND 
HarpwARE Recorp Window Display Competition first 
and foremost from the point of view of their selling 
Their decision is as follows: 

Decision of Judges. 
To AMERICAN ARTISAN AND HARDWARE REcorD: 

We find so great an improvement in the window 
displays entered in the present window dis- 
play competition of AmeERIcC‘N ARTISAN AND 
HARDWARE Recorp over those of former years, that 
it required the utmost care to arrive at an impartial 


value. 


decision. 

We did not know the name of the designer or hard- 
ware firm whose entry we discussed and examined. 
The packages containing the window display photo- 
graphs and descriptions were given us marked with 
fictitious names or designs. The correct names and 
addresses of the contestants were in sealed envelopes 
and were not opened until after the awards were 
made. 

We consider it a matter of justice to 
AMERICAN ARTISAN AND HARDWARE REcoRD to ex- 
press our appreciation of the highly instructive and 
valuable help which your journal is giving retail deal- 
ers through the medium of such window display com- 
petitions. In rendering available to the dealers the 
examples and experiences of successful merchants and 
in explaining clearly and entertainingly the principles 
and practice of window advertising, you are aiding 
in the development of better merchandising and, there- 
fore, in the establishment of higher standards in the 
trade. 

We are all agreed in awarding the cash prizes in 
the window display competition in the following order: 

First prize, photograph marked “O. J. G.” 

Second prize, photograph marked “By Missouri.” 

Third prize, photograph marked “P. Q. X.” 

Fourth prize, photograph marked “Jack Murphy.” 

We are conscious of having used our best judg- 
ment in this decision and we are glad to have had the 
pleasure of examining so many unusually clever win- 
dow displays. 

Very sincerely yours, 
W. F. WALLER, 
C. G. Bartu, 
S. J. KoEnter. 
Chicago, February 16, 1921. 

In compliance with the rules and conditions govern- 
ing the window display competition, the sealed en- 
velopes containing the names and addresses of the con- 
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testants were opened after the judges rendered their 
decision. It was then found that the following were 
the prize winners: 

First prize, $50.00 in cash, to Orro J. Gress, Bunt- 
ing Hardware Company, 810 Walnut Street, Kansas 
City, Missouri. 

Second prize, $25.00 in cash, to M. G. Corrier, 
Murphy-Maclay Hardware Company, Great Falls, 
Montana. 

Third prize, $15.00 in cash, to Ep HorrMan, of P. 
Hoffman Hardware Company, 304 South Ohio Street, 
Sedalia, Missouri. 

Fourth prize, $10.00 in cash, to ANTON F. Krema, 
J. J. Stangel Hardware Company, Manitowoc, Wis- 
consin. 

The judges agreed that Special Honorable Men- 
tion should be given to five photographs of displays 
which in their opinion were not quite good enough 
for any of the four prizes, but which, nevertheless, 
are of unusual merit. They are, in the order of their 
excellence, as follows: 

M. E. Kvasxy, Manager Retail Sporting Goods De- 
partment, Kelley Hardware Company, 118-120 West 
Superior Street, Duluth, Minnesota. 

L. H. Warpe, with Duncan and Goodell Company, 
Worcester, Massachusetts. 

Ortro J. Gress, Bunting Hardware Company, 810 
Walnut Street, Kansas City, Missouri. 

CHARLES S. Conover, Banister and Pollard Com- 


222 Street, New Brunswick, New 


pany, 222 Powers 
Jersey. 

L. H. Warpe, Duncan and Goodell Company, Wor- 
cester, Massachusetts. 

A number of exhibits were entered into the window 
display competition which have many prize winning 
qualities. These are judged worthy of Honorable 
Mention as follows: 

T. E. Patten, 233 Oxford Street, Indianapolis, 
Indiana ; 

W. T. Jounson, T. C. Wood Hardware Company, 
2% South Brown Street, Rhinelander, Wisconsin ; 

_ Howarp C. Crass, The Belcher and Loomis Hard- 
ware Company, 83-91 Weybosset Street, Providence, 
Rhode Island; 

ZELNA BuCKLER, Baird-Swannell, 286 East Court 
Street, Kankakee, Illinois ; 

Brooks W. MaccracKen, Cass-Smurr-Damerel 
Company, 412-414 South Broadway, Los Angeles, 
California ; 

Harry H. SuHerk, A. L. Sherk and Son, Chambers- 
burg, Pennsylvania ; 

G. V. Wuite, Summer Company, Limited, Monc- 
ton, New Brunswick, Canada; 

Epna L. Jentson, Peterson Brothers Incorporated, 
7905-7 Third Avenue, Brooklyn, New York; 

H. H. Haynis, A. Deutz and Brothers, Laredo, 
Texas; 

M. Lioyp H. HicsBee, Weed and Company, 15 Ex- 
change Street, Rochester, New York; 

E. Rearpon, W. J. Pettee and Company, Oklahoma 
City, Oklahoma ; 

ALBERTSON AND YOUNG Company, 2025 Atlantic 
Avenue, Atlantic City, New Jersey; 
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Mario G. Brancut, C. W. Averill and Company, 
Barre, Vermont; 

E. A. Saur, 1410 Yale Place, Minneapolis, Minne- 
sota ; 

Emit E. Croskey, Weed and Company, Buffalo, 
New York; 

I’, HomMMeLMeyerR, F. and H. Hoemmelmeyer, 
1821 Vine Street, Cincinnati, Ohio; 

Hersert W. Farr, Warner Hardware Company, 
Minneapolis, Minnesota ; 

Louis Gictas, Sixth and L Streets, Northwest, 
Washington, D. C.; 

GEORGE C. FRANKLIN, Smith Hardware Company, 
Oswego, New York; 

J]. H. AsseLtin, Hamilton Hardware Corporation, 
Waterbury, Connecticut ; 

H. W. Goetter, The Sport Store, 18 East Eighth 
Street, Erie, Pennsylvania. 

The photographs and descriptions of the window 
displays entered in this contest will be published 
in coming AMERICAN ARTISAN AND 
HARDWARE ReEcorp with appropriate comments and 
helpful instructions. 
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Showing Goods Is Big Part 
of Salesmanship. 

Presentation is 90 per cent of all selling. 

The appearance of a container in which an article is 
enclosed, the surroundings in which the goods are set 
off, the manner of a clerk in handling the article he is 
selling in the presence of the customers—all have a tre- 
mendous influence on sales. They have to do with 
presentation—appearances. 

So it is with the window. display, which has to do 
with Presentation exclusively. 

The window that makes the best impression for the 
goods is like the salesman that makes the best impres- 
sion for them—it shows the goods up in their most ap- 
pealing light. 

Neat, clean, attractive windows do the most efficient 
advanced work, and help the seller on the inside the 
most. 

When goods are displayed temptingly, they not only 
attract attention, but stimulate a desire to buy. 

They make a preliminary impression that brings 
folks into the store. 

This impression should be followed up by what the 
customer sees when she enters. 





Trade-Mark Is Registered for 
Poultry Fence Wire. 

Under number 139,059, United States Patent Office 
registration has been granted to the American Steel 
and Wire Company 
of Jersey City, Cleve- 
land, Ohio, for the 
trade-mark depicted 
. herewith. The par- 
ticular description of goods to which this trade-mark 
applies is poultry fence wire. Application for regis- 
tration was filed November 9, 1920, and the Company 
claims use of it since August, 1921. 





135,059. 
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Chicago Hardware Retailers 
Elect Officers. 


At the regular annuai business meeting of the Chi- 
cago Retail Hardware Association, the following 
members were elected to serve as officers of the or- 
ganization for the coming year: 

President: Joun M. WALLACE; 

Vice-President: WiuLsur J. CONNELL; 

JAMEs CLARIDGE ; 
Secretary: JoHn Hora; 
Corresponding Secretary and Buyer: S. J. KoEHLER. 


Treasurer: 


The regular monthly meetings of this Association 
are held the second Friday of each month in room 
803, Masonic Temple, State and Randolph Streets, 
Chicago, Illinois. 

All hardware retailers in Chicago are cordially in- 
vited to come to the monthly gatherings and become 
acquainted with the members of the Association in 
the confident belief that such acquaintances will result 
in their becoming affiliated with the organization. 





Obtains Patent Rights for 
Tubular Radiator. 

Frank H. Stolp, Geneva, New York, assignor to 
Stolp Company, Incorporated, Geneva, New York, a 
Corporation of New York, under number 1,358,796, 
has secured United States patent rights for a tubular 
radiator described herewith: 

A tubular radiator comprising 
a plurality of parallel tubes hav- 
ing their ends connected together 
in a fluid-tight manner with all 
sides of each tube end directly 
secured to the sides of the ends 
of adjacent tubes, and the inter- 
mediate portions of the tubes separated from each 
other to form a circulating space, the said end portions 
of each tube having the cross sectional form of an 
equilateral polygon and the intermediate portion that 
of a rhombus. 








Trade-Mark Is Registered for 
Inner Tubes for Tires. 

Under classification number 35, namely, belting, 
hose, machinery packing, 
and non-metallic tires, The 
Marathon Tire and Rub- 
ber Company, Cuyahoga 
Falls, Ohio, has obtained 
United States Patent Office 
registration for the trade- 
g mark reproduced herewith. 
The particular description 
of goods to which it is ap- 





plied is inner tubes for 
tires. Application for reg- 
istration was filed July 23, 
1920, and the Company 
claims use of this trade- 
mark since August 18, 
IQIQ. 
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Trade Opportunities in 
Foreign Lands. 

The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

34402.—An agency is desired by a merchant in Argentina 
for the sale of agricultural implements, hardware, cutlery, 
etc. Correspondence should be in Spanish or French. Ref- 
erences. 

34411—A machinery importing firm in Spain desires to 
secure an agency from manufacturers and exporters for 
the sale of iron and steel sheets, etc. Quotations should be 
given c. i. f. Spanish ports. Correspondence should be in 
Spanish or French. References. 

34413—A commercial agent in Italy desires to secure 
an agency for the sale of automobile parts and accessories, 
kitchen utensils, and hardware. Quotations should be given 
c. i. f. Genoa. To arrange for opening of credit with Amer- 
ican banks. References. 

34415—An importing merchant in Madagascar desires to 
be placed in communication with exporters and dealers in 
enamel ware, hardware, and cutlery. Catalogues, prices, and 
samples, if possible, are requested. Reference. 

34430.—A commission agent in British Guiana desires to 
secure the representation of firms for the sale of corrugated 
sheets, 28 and 30 gauge, 5 to 10 feet, 26 inches wide; tin 
plates, etc. No reference offered. 

34431—A firm of commercial agents in Ireland desires 
to secure an agency for the sale of kerosene lamps of 300 
candlepower and upward, of durable medium quality; kero- 
sene ranges and stoves, small or medium size, with 2 or 3 


burners. Quotations should be given f. 0. b. New York. 
Terms: Cash against documents. References. 
34434.—-A manufacturer in Italy desires to purchase 





furniture and cabinetmakers’ tools and hardware, hinges, 
locks, etc. Quotations should be given c. i. f. Naples. 
Terms: Cash against documents. Correspondence should 
be in Italian. 





Coming Conventions. 


New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22 and 23, 1921. 
George A. Fiel, Secretary, 10 High Street, Boston, Massa- 
chusetts. 

Virginia Retail Hardware Association, Petersburg, Vir- 
ginia, February 22, 23 and 24, 1921. Thomas B. Howell, 
Acting Secretary, Richmond, Virginia. 

Michigan Sheet Metal Contractors’ Association, Hotel 
Durant, Flint, Michigan, February 22, 23 and 24, 1921. F. E. 
Ederle, Secretary, 1121 Franklin Street, S. E., Grand Rapids, 
Michigan. 

Iowa Retail Hardware Association, Savery Hotel, Des 
Moines, Iowa, February 22, 23, 24 and 25, 1921. A. R. Sale, 
Secretary-Treasurer, Mason City, Iowa. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 23, 24 and 25, 1921. John B. 
oan Secretary, 607 City Bank Building, Syracuse, New 

ork. 

South Dakota Retail Hardware Association, Sioux Falls, 


South Dakota, February 22, 23, 24, 25, 1921. H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis, Min- 
nesota. 


Southern Stove Manufacturers’ Association, Hotel Seel- 
bach, Louisville, Kentucky, March 1, 1921. W. H. Cloud, 
Secretary, Louisville, Kentucky. 

Master Sheet Metal Contractors’ Association of Wis- 
consin, Builders and Traders Exchange, Milwaukee, Wis- 
consin, March 17 and 18, 1921. C. W. Pansch, Secretary, 
Ontario and Bridge Streets, Racine, Wisconsin. 

_ Sheet Metal Contractors’ Association of Illinois, Quincy, 
Illinois, April 6 and 7, 1921. Frank I. Eynatten, Secretary, 
1317 South Washington street, Peoria, Illinois. 

National Warm Air Heating and Ventilating Association. 
Cleveland, Ohio, May 23 and 24, 1921. Allen W. Williams, 


Secretary, Columbia Building, Columbus, Ohio. 

Western Warm Air Furnace and Supply Association, 
Sioux City, Iowa, May, 1921. 
Omaha, 


John M. Hussie, Secretary, 
Nebraska. 





19, 1921. 


February 
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Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9 and 10, 1921. C. L. Thompson, Sec- 
retary-Treasurer, Canyon, Texas. 

Hardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12 and 13, 1921. T. W. Dixon, Secre- 
tary-Treasurer, Charlotte, North Carolina. 

Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
Harlan, Secretary, 701 Grand Theater Building, Atlanta, 
Georgia. 

Mississippi Retail Hardware and Implement Association, 
Great Southern Hotel, Gulfport, Mississippi, June 14, 15, and 
16, 1921. E. R. Gross, Secretary, Agricultural College, Mis- 
sissippi. 

Sheet Metal Contractors’ Association of Ohio, Hotel 
Gibbons, Dayton, Ohio, July 19, 20, and 21, 1920. William 
Ty eee Secretary, 123 East Chestnut Street, Columbus. 

io. 





Retail Hardware Doings. 


Arkansas. 


Robert Anderson has opened a_ hardware store at 


Hiwasse. 
Indiana. 
James Nichols has been succeeded in his hardware busi- 
ness at New Market by William Fairfield. 


Iowa, 


Frank Hopkins has sold his hardware store, garage and 
residence to the Williams Brothers at Castana. 


Minnesota. 


their’ hardware store to Jim 


Grams and Berfi sold 
Lhotka at Renville. 

Murphy and Darrow have opened a hardware store at 
Rockford. 

Oleson Bergwell Hardware Company have been incor- 
porated with a capital stock of $25,000 by Janos E. Berg- 
well, John E. Bergwell, and J. L. Oleson of North Branch. 

Carl Coon, Albert Noser and Arnold Hahn have pur- 
chased the West Brothers hardware store and will continue 
the business under the new firm name of Pine Island 
Hardware Company, at Pine Island. 

William Auslander has sold his interest in the Swan- 
ville Hardware Company to the other partners, H. Katun 
and W. Krueger at Swanville. 


Montana, 
W. L. Quest will open a hardware store at Laurel. 
Missouri. 
W. L. Besch recently bought the Severs Hardware stock 
at Burlington. . 
Ohio. 


The John S. Broz Hardware Company has been incor- 
porated with a capital of $500 at Cleveland by G. Palda, 
C. N. Krieg, M. X. Cerrezin, S. Halama and D. Foster. 

There has been a change made in the firm of the Beloit 
Hardware Company of Alliance. T. W. Jones has taken 
over the plumbing end of the business, and F. C. Rice and 
S. R. Shreve of Salem are going to continue with the hard- 


ware and tin shop. 
Oklahoma. 


P. N, Falkenberg has bought a half interest in the Tharpe 
Hardware store at Medford. 

L. W. Pate of the firm of Pate and Company Hardware 
has sold his interests to S. H. Rimbeyk of Cheyenne. The 
firm will continue under the new name of Rimbey Hard- 
ware Company, S. W. and Elmer Rimbey being the owners. 

J. W. Scott has sold his hardware business and building 
at Waynoka to Frank Thorn of Quinlan. 

West Virginia. 

M. E. Brown, Huntington, is planning a plant at Nash- 

ville, Tennessee, for the manufacture of stoves. 
Wisconsin. 

William J. Stortz and Edward Coughlin have purchased 
the William T. Marriott Hardware Company, at Baraboo. 

Carl F. Krueger has opened a hardware business at 
Menasha. 

W. G. Kyle and H. K. Kyle formed a partnership to 
conduct the hardware business formerly operated by H. K. 
Kyle at Menomonie. 

Frank and Mike Huettman have bought a building at 
Port Washington and will open a hardware store. 

A. G. Scheele will erect a b Rees and open a hardware 
store at Waterford. 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 


You Get Bigger Results by Advice and Suggestions. 


Service Is Free. 


An effective example of coopera- 
tion between manufacturer and 
dealer is shown in the accompany- 
ing reproduction of the advertise- 
ment of the Lilly Hardware Com- 
pany which appeared in the /n- 
dianapolis News, Indianapolis, In- 
diana. 


Let Us Help 
The 


Don’t Hesitate to Take Advantage of It. 





tively few persons would be im- 
pressed to the point of buying by 
any observation as to the necessity 
and utility of plenty of light. 

But when the case is presented in 
a story—brief, vivid and dramatic 
—such as that which constitutes the 
advertisement under discussion, 





A NIGHT call for your family physician— 


He comes rapidly up your dark walk, 
stumbles up the steps, is ushered into the 
brilliantly lighted hall and is asked to wait in 
the Living-room—lighted by only a table lamp. 


Such rapid changes put a severe strain upon 
the optic nerves. No doctor is at his best 
under such circumstances. 


“Most people know so little about home 
lighting,”” said a prominent Eastern Physician, 
but I know a book that treats the subject 
seriously, yet easily Any Westinghouse 
Dealer will give you a copy of ‘How to 
Light Your Home.’ In it is “Raw Light and 
Illumination,’ ‘How the Eye uses Light’ and 
many other helpful facts."’ 


The name, ““Westinghouse,"’ stands for 
reliability and practicality. This applies not 
only to the Book and to Westinghouse appli- 
ances, but also to Westinghouse Dealers. 


Stairways, closets, halls and garages—therp 
is a right way to light them. Of course the 
principle rooms need particular care. Ask 
your Westinghouse Dealer to help you. 


for right » 
MAZDA 
lighting 


an ~~ 


things. 


fications. 
Get your 
Westinghouse 


Do you make it 
hard for your doctor? 


Westinghouse 


noted side brackets, 
ole coin lhe a, ce 
cost of special bulbs, and many other 


The Westinghouse Book, “‘How to* 
Light Your Home,” 
tant facts in pictures, diagrams and speci- 




















 telie such impor- 


teday, free; from your 
jer. 








We Have a Most Complete Line of MAZDA LAMPS | 





LILLY HARDWARE CO., 114-118 E. Washington St. 








~ 


Mazda lamps are widely known 
through persistent national adver- 
tising. 

Everyone is familiar with the ad- 
vantages of quick, convenient, illu- 
mination in cases of emergency. 

As a mere statement, compara- 


there is strong selling appeal. 
Everyone can quickly visualize 
the hurried night call for the family 
physician. 
A porch light may be considered 
a luxury by many of the customers 
of the hardware store until they 


read the graphic paragraph of this 
advertisement depicting the physi- 
cian coming rapidly up the dark 
walk, stumbling up the steps, 
ushered from a brilliantly lighted 
hall into a dimly illuminated living 
room. 

Such a picture is more convinc- 
ing than a whole volume of scien- 
tific discourse on the necessity and 
advantages of right lighting. 


* * * 


Making allowances for the 
amount of space taken up by the 
advertisement of Baker Brothers, 
in the Jndianapolis News, Indian- 
apolis, Indiana, excellent use is 
made of the limited room at their 
disposal. 

The only criticism which 
gests .itself is with regard to the 
first line of the advertisement. 


sug- 





Heating Stoves 
BAKER BROS. 


Largest line of Used Stoves in 
every standard make in city. Buy 
NOW at big savings. 


219-225 E. Washington St. 











l“ssentially, the advertisement is 
concerning used stoves. 

The message would attract 
quicker attention if used stoves 
were featured in the first line in- 


stead of the words “Heating 
Stoves.” 
Many thrifty folk, particularly 


in these days of unsettled prices, 
are glad of an opportunity to save 
money by buying a second hand 
stove which is in good enough con- 
dition to serve their purpose. 


* * * 


Make Your Copy Friendly. 

Be friendly in your advertise- 
ments. 

Don't be a beggar pleading with 
people to buy your goods. 

Put into your advertisement the 
idea of friendly service. 

Tell the folks that you have 
things they need and that you are 
glad to serve them. 











Warm Air Heating and Ventilating 


How to Sell More Warm Air Heaters. 
Reports of Progress in Warm Air Heater Research Work. 


Better Installations. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





WARM AIR HEATER INSTALLATION 
IN HOUSE WITH SMALL BASEMENT 


Quite frequently the installer is confronted with 
the problem of placing a warm air heater in building, 
the basement of which extends only under a portion 


with adjustable ventilators and the first floor with 
floor registers. 

The basement is located in the north end of the 
building only, so that the warm air heater could not 
be placed near the center. This condition was met 
by locating the heater as near the south wall of the 
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Plan for Warm Air Heater Installation in House With Basement Only Under Part of Building. Installation Made 
by Charles Dehn, Smithton, Illinois. 


of che house, and in the accompany:ng illustration a 
plan is shown which solves such a problem in a very 
satisfactory manner, the layout being made by the 
Engineering Department of the Haynes-Langenberg 
Manufacturing Company, St. Louis, Missouri, makers 
of Front Rank warm air heaters and fittings; the in- 
stallation work was done by Charles Dehn, Smithton, 
Tilinois, 

The house where the installation was made is oc- 
cupied by a well-to-do farmer, William Grommett, 
and is located near Smithton. 

Mr. Grommett insisted on heating the second floor 


building as could be done without interfering with 
the firing, so as to equalize the pipe runs as far as pos- 
sible. Fortunately, the long runs are away from the 
cold side of the house. 

For this reason 12 inch pipes were specified in each 
of the four rooms downstairs, which rooms also con- 
tain the ceiling registers. The shorter runs obviously 
will draw more heat than the longer ones, but this is 
required because of their location on the north side 
of the building. 

The kitchen of course being exposed on three sides 
would normally require a larger pipe than Io inch, 











February 19, 1921. 


but as is the case in most farm houses, they figure on 
partially heating the room with the kitchen range. 

There is a temptation in a case of this kind where 
the warm air heater is in one end of the building, to 
run all of the pipes from the most convenient side of 
the casing. Attention is called to the manner in which 
these pipes have been evenly spaced around the entire 
circumference, 

This system as planned is sufficient to heat all parts 
of the house, downstairs, to’ seventy degrees in zero 
weather, without forcing the warm air heater. 

It will be noted on the drawing that “no register 
borders are to be used.” Occasionally the owner will 
insist on not putting such items into the installation 
in order to reduce the cost, but it is always good policy 
to make a strong effort to complete the job as it ought 
to be. 





Assigns United States Patent 
Rights for Furnace. 

George W. Howes, Dowagiac, Michigan, assignor 
to the Beckwith Company, Dowagiac, Michigan, has 
procured United States patent rights, under number 
1,366,124, for the furnace described herewith: 

The combination 

















1 “ 
IR er of a furnace body 
CES be 1 300,128. having a plurality 
ae TT of -spaced tie bolt 

holes, a front wall 

secured to said 

furnace body and 

having a clean-out 





opening therein, an 
: annular _—_— radiator 
seated on said body and having a smoke flue and a 
clean-out extension adapted when said radiator is ad- 
justed to one position to register with said front wall 
clean-out opening, said radiator having a plurality of 
tie bolt holes disposed to aline vertically with the holes 
on said body with the radiator in different adjusted 
positions relative to the body and, tie bolts engaging 
alined holes of said body and said radiator. 





Suggest Topics for Discussion 
In Coming Conventions. 


One of the queries of the questionnaire sent out by 
AMERICAN ARTISAN AND HARDWARE REcorpD to dealers 
and installers of warm air heaters is: “What topics 
would you suggest for discussion at the next conven- 
tion of your association ?” 

As showing the trend of thought in the trade, the 
answers to this question are highly instructive. 

Among the topics suggested is one by Schneider 
Hardware Company, Oconto, Wisconsin, as follows: 

“The promiscuous selling of furnaces by manufac- 
turers’ salesmen and jobbers’ salesmen to anybody in 
the locality such as the undertaker, blacksmith, butcher, 
etc., just to make a sale; and then more poor instal- 
lation which manufacturers try to offset by advertising 
and in which they will never succeed as every poor job 
speaks for itself.” 

The same topic is also suggested for discussion at 
conventions by W. H. Johnson and Son Company, In- 
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dianapolis, Indiana, in these words: “There is no more 
important subject in our lines than the present wild 
practice of selling furnaces through furniture stores 
and incompetent dealers. If manufacturers do not 
change this practice they are sure to bring disaster to 
the furnace business in general.” 

The Davis Hardware Company, Bloomington, In- 
diana, offers as a subject for consideration at coming 
conventions this question : ‘What disposition should we 
make of the small jobber who canvasses our territory 
and attempts to steal our business ?” 

The evil effects of exposed pipeless and one pipe 
furnaces where the red hot dome is in plain view, is 
suggested as a topic for discussion in conventions by 
C. M. Bronson, Lewiston, Idaho. 

Credits and collection methods are things which A. 
R. Chandler, Sylvania, Ohio, would like to have treated 
at the forthcoming convention of his association. 

Licensing of furnace dealers for the protection of 
the trade is a topic suggested by A. C. Buzzard, Holly, 
Michigan. 

A subject offered by the Prange-Geussenhainer Com- 
pany, Sheboygan, Wisconsin, is the following: 

“Ts the present forty-four hour a week (forced onto 
the trade by the unions) to be upheld and at the same 
time service promised? The public demands our serv- 
ices from June to December. We offer our services 
all the year around. Should we work longer hours 
when there is plenty of work, instead of insisting on 
working when our services are not wanted ?” 





Obtains Patent for an Air 
Circulator and Humidifier. 

United States patent rights have been secured by 
Rudolph W. Menk, Joliet, Illinois, assignor to The 
Excelsior Steel Furnace Company, Chicago, Illinois, a 








Corporation of Illinois, under number 1,365,842, for 


an air circulator and humidifier for furnaces and 
heaters described as follows: 

The combination with a furnace having a heating 
element, a shell inclosing the same and spaced there- 
from to provide a heating chamber, and a cool air 
conduit communicating with and discharging into said 
heating chamber, of a blower, an inlet conduit leading 
from said .cool air conduit to said blower, a discharge 
conduit leading from said blower and terminating in 
said heating chamber, and means connected to said 
discharge conduit and positioned within said heating 


chamber, whereby the air discharged through said 


. means is directed and circulated around the heating 


element of the furnace. 





He who wants his dog killed has only to say that 
he is mad. Slander is a kind of murder. 
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Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. ' Therefore, the Sheet 


Metal Worker Has to Meet 
Send Your Problems to Us. 





Each Difficulty as It Comes. 
Let Our Experts Help You. 





LIFE BOAT DRAWING 


By O. W. Kothe, Principal St. Louis Technical IJnstitute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written estecially for American 
Artisan and Hardware Record. 

The making of row boats by the layman mechanic 
is not easy. First there is the design, the size in 
length, width and depth, and then there is the matter 
of developing the layout into patterns that will fit. 

In our annexed drawing we have a full side ele- 
vation or sheer view. Observe we have the frame 
lines and at the bow and stern at frames % and 9% 
an extra frame is set. In row boats these frames 
take on the form of channel bars of about 1% to 2 
by % flanges. The keel and bow post as well as stern 
post are of wood about 2”x4”. The metal is put on 
in strakes, with flanges turned out against the wood 
and nailed, placing the nails staggard. A layer of 
canvas well absorbed in red lead is laid between the 
wood and metal. 

The galvanized iron varies from 20 gauge to 16 
gauge, and the strakes are about 4 to 7 inches wide, 
according to the size of boat, and curvatures required 
in it. From the midway section through boat we see 
how the boards are placed in the bottom. These are 
bolted to the rib bars and while inspecting the top 
plan with the other views, we see the air tanks which 
are placed beneath the seats. These tanks are made 
in sections of about 3 feet long and to a section sim- 
ilar as shown. Their purpose is, if the boat should 
be filled with water and even though 18 or 20 people 
were inside, the boat would not sink, and would main- 
tain itself sufficiently near the water’s edge to enable 
rescue. 

Ordinarily the outlines in the fore half of end 
view would be used as profiles for ribs in the front 
half of boat, while the other half, for the back half. 
Here we have omitted the elevation level lines and 
plan lines to better show other features of boat con- 
struction. For the layman mechanic, who only makes 
one of these, it is just as well to construct a skeleton 
frame, placing the rib bars in place, and temporarily 
clamping them to wooden strips. Over these wood 
battering strips, strips of building paper about 5 to 
6 inches wide are layed and tacked in place. This 
enables the workman to see the curvature and the 
proper width of strakes required, to prevent special 
shaping of the metal. Observe if strakes are made 
too large buckles will form and this must be overcome 
by making the strakes narrow enough so it will lay 
tangent to form. 

The paper strips are lapped about an inch or one 
and a quarter inches, using two rows of rivets 2 
inches apart and staggarding them for the metal. In 
this way the paper templets for only one half of the 


boat are lifted. Afterwards metal patterns are mark- 
ed from the paper templets and lap edges marked and 
rivet holes punched. Great care must be taken while 
assembling because it is very easy to permit the pat- 
terns from shifting during the riveting process. 

Workmen more skilled in pattern drafting could 
lay out each individual strake by triangulation. This 
is a simple process, as our elevation lines will give 
us the rise, and the plan the off-set per space. This 
of course requires a perfectly layed out drawing 
showing all strake lines in their true form. Few 
workmen do this, preferring rather to lift the pat- 
terns direct from the skeleton as above _ outlined. 
Even in factories where these boats are made in large 
numbers, a wooden form is first made to better de- 
termine the fullness of body and fineness of lines and 
curves. When this is properly shaped, the strake pat- 
terns are lifted direct from this templet. Hence we 
see it requires considerable study and the watching of 
points to make a good boat. 


Make Trip in Interest of 
Membership Campaign. 

For the purpose of boosting the membership of 
the Illinois State Association of Sheet Metal Con- 
tractors, which also includes membership in the Na- 
tional Association and incidentally urge attendance 
at the Illinois Convention, to be held in Quincy, 
Illinois, April 6 and 7, 1921, and the National Con- 
vention, to be held in Pittsburgh, a several days’ trip 
was made by Charles N. Louis, President of the 
Illinois State Association of Sheet Metal Contrac- 
tors, Rud Jobst and George Harms. 

They visited La Salle, Illinois, Ottawa, Streator and 
Kankakee. They were received very cordially in every 
place and at the different meetings all of the sheet 
metal contractors were in attendance. The gospel of 
organization and association was preached and 
thoroughly discussed at each place. 





That the seed sown took effect, is evidenced by the 
fact that in three of the cities mentioned, they voted 
unanimously to perfect their local association and 
affiliate with the Illinois State and National Associa- 
tion. 

One city has not yet taken action, but good re- 
sults are expected. 





“Know thyself” is an ancient and good piece of 
advice. But to sell goods you must know the other 
man, too, and advertise to him.—J ohn Irving Romer. 





Economizing for the purpose of being independent 
is one of the soundest indications of manly character. 
—Samuel Smiles. 
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SECTION THRU 
Midway OF BOAT. 


SECTION THRU AIR TANKS 





Life Boat Drawing. 
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Written especially for AMERICAN ARTISAN AND HARDWARE RECORD, by J. C. Greenberg, Peoria, Illinois. 
(Copyright 1921, by J. C. Greenberg.) 


This story really started about a year ago, 
only it was not a story then. “Doc” and my- 
self got acquainted about a year ago in a shop 
in Central Illinois, and are still friends. Here 
is how this happened : 

One day “Doc” took a funny notion to wise 
up on the sheet metal game and invested his kale 
in books. As soon as the gang found out that 
Heiny fell for the book stuff they everlastingly 
roasted daylights out of him, and to rub it in, 
they labeled him “Doc.” 

Well, Doc was a skinny sort of a duck, wore 
glasses, and everything. Just to make life 
miserable for him, they kept on asking Doc all 
sorts of questions about layouts and figures, 
and all that bunk. 

Doc was getting wised up, while the rest of 
the gang kept on kidding him. It was a lucky 
thing that Doc was not quick-tempered. If he 
was, he’d have committed murder every day. 

3ut he was mild, forgiving and hated a scrap 
worse than anything on earth. 

Pretty soon, the boss noticed that the fore- 
man of the shop did not talk to Doc very 
much, and he asked the foreman if he and Doc 
were on the outs. 

“No,” the foreman said, “Doc simply knows 
his business and I don’t have to talk to him.” 

Do you get this, fellows? Doc knew his 
business at the bench, while the kidders were 
still having a merry time kidding him. That's 
rich, isn’t it? 

Last week I saw Doc and we got to talking. 
This call at the shop where Doc worked was 
my last call for the day, and Doc was about 
to go home, so he asked me to go home with 
him, and as he put it, “He had something to 
show me.” 

So we went to the hotel, where I washed 
my face, and we started back to Doc’s home. 

The first thing I saw when we entered his 
home was a bright-eyed little woman who met 
us at the door. 

“This,” Doc said, “is my wife.” 

Believe me, boys, she was some little queen— 
and as a traveling man, I guess I ought to 
know what a queen is when I see one, hey ? 


After supper we sat down and the surprise 
began. Here is what Doc told me: 

“Remember last year when the gang at the 
shop dubbed me Doc and how they kidded me 
till I felt like a yellow dog? Well, they don’t 
do it any more. About a month ago the boss 
called me into the office and told me that he 
had watched me closely and saw the kind of 
work I was putting across and that I knew 
more than the whole gang put together. Any- 
how, he said that if I did not want to be fore- 
man in his shop I could quit. I tumbled to him 
suddenly and said that I never took a bluff 
from anybody, and from that time on I became 
foreman of the shop. The next week after | 
became foreman I told Edith all about it. I 
showed her my pay envelope, and she feit as 
proud as a peacock. The following Monday I 
laid off and got married. Now I am as happy 
as I can be because I paid the first payment on 
this little home.” 

Yes, Doc was a steady plugger and did not 
believe in wasting time. While the gang kidded 
him, he sawed wood. Now it is all turned 
around. He is the foreman in that same shop, 
and this is the only way he can kid the gang. 

Listen, fellows, as you read this Dope Sheet, 
just stop and see what you could have done for 
yourself if you had saved your time and ap- 
plied it to study. 

Ilow much would you give to know enough 
about your business to be made foreman? I'll 
bet you a dollar that if you had studied like 
Doc did, you’d know ten times as much as you 
know now. 

Why don’t you get on the job and lay in a 
bunch of books for the winter and learn a lot 
of useful and money-earning dope? 

Your time after work is your own, and your 
money is your own. You are boss over these 
two items. Then, if this is so, make up your 
mind that you get paid for what you know and 
not for how strong you are. Invest your time 
and money and become a real guy in your busi- 
ness. No harm in that, is there? Be wise 
and get a hump on yourself. You sure do 
need it, kid. 


ft 


VOQUCUUOAOOOUONOODOOUOOUOEOOGUOEOOOOOUUONOOCOOOOOUOOOOOEOONOOOOOOOEAUOOOOOOONOOOONDMEGOEOEOONOOUONDOVOUOEOOOONOUEONOONOOOOOONOOOOOOOOOOOONDOOONOUROODOUOOOOEOOUOEOOUOOOOOONOONDUDONONOONONOONONOSAOED 


SUUTARUUEEEEEEEEDUGNE 





TT 
To Sheet Metal Contractors and Owners of Tin Shops: 


Cut this page out and paste it on the bulletin board in your shop. This is the right dope for everyone con- 
cerned. It's just as good for you as it is for your mechanics. The sheet metal trade must, of course, 
support everyone who is dependent upon it. Profits are contingent upon not only efficient business methods 
but also upon intelligent craftsmanship. Knowledge and skill do not come merely from inspiration. They 
must be gained by practice and study. That is the reason why Mr. Greenberg places so much emphasis 


i! 


upon the value of text books and why he advises sheet metal workers to get a good set of books on sheet metal work 








February 19, 1921. AMERICAN ARTISAN 
Gives Pattern for Pipe 

Intersection. 

To AMERICAN ARTISAN AND HARDWARE REcOoRD: 

On page 57 of the February 5, 1921, issue of 
AMERICAN ARTISAN AND HARDWARE ReEcorp, Mr. 
Charles F. Scott asks for a pattern for a pipe inter- 
section. 


I am enclosing herewith a drawing which I trust 
may be of service to him. 
it: 

A B Cis the size of small pipe, Y N’ Z size of large 
pipe and H L M the angle they are to intersect. 


Here is the explanation of 
































— 3 

x lt 

rs 
+~— 7 
Le 

fel 

T 5 


Pattern for a Pipe Intersection. 


Draw the elevation of the pipes, as shown by G K 
ION MLH. Draw profile of small pipe above and 
in line draw profile of large pipe in line with eleva- 
tion as shown. 

To obtain miter line place a duplicate of the profile 
of the small pipe above the end view of large pipe as 
shown A’ B’ C’ the centers on vertical line C’ N’. 

Divide both profiles of small pipe into the same 
number of spaces, commencing at the same point in 
each. 

From the points in A B C project lines through the 
elevation as shown. From the points in A’ B’ C’ drop 
lines on profile of large pipe, and from points there 
obtained carry lines across to left until they inter- 
sect corresponding lines in the elevation. 

A line traced through points of intersection gives 
the miter line K L, from which the points of two 
patterns are to be obtained. 

For the pattern of small pipe, opposite the end lay 
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oft a stretchout at right angles to it as shown by E F, 

Through the points in it draw lines as shown. In 
the developing of the line K L the points have been 
dropped upon the miter line. 

It only remains to carry them into the stretchout. 
Place T square at right angles with the pipe, and bring 
it against the points in the miter line K L, cut the cor- 
responding lines as shown by the dotted lines. 

A line traced through the points thus obtained will 
give the pattern. 

For pattern of large pipe: At right angles to one 
end lay off a stretchout line as shown by R S. 

Space off and drop lines from miter line K L as 
shown. Through the points obtained trace the line 
U V W X which will be the shape of opening in large 
pipe. 

Yours truly, 
Puit PANOWSKI. 
Lake lorest, Illinois, February 9, 1921. 


Do Your Part in*the Work of 
Trade Development. 

That a chain is no stronger than its weakest link 
is a saying as old blacksmithing. 

The application of it to the members of a trade or- 
ganization is undeniably just and instructive. 

In practically every instance, the main reason for 
joining an association is personal rather than collec- 
tive benefit. 

Every member naturally expects to obtain advan- 
tages for himself which it would be difficult or im- 
possible to acquire by his unaided effort. 

The power of numbers, plus the spirit of coopera- 
tion, is sufficient to overcome with ease the obstacles 
which are unsurmountable to the individual. 

More or less deliberately, therefore, the sheet metal 
contractor who affiliates with the association of his 
craft does so with the intention of improving his 
business. 

He wants more jobs, more profits, and a better 
method of shop operation. 

These things he learns through exchange of ex- 
perience and discussion of problems in the meetings 
of his organization. 

But the extent to which he puts them into practice 
is not always equal to their possibilities. 

In other words, he does not cooperate as freely and 
thoroughly as he should with his fellow members 
in matters of common interest. 

Each must do his share in carrying out such ad- 
vice and suggestions. 

Look over your field. Study the opportunities for 
increasing the use of sheet metal in your territory. 

Go after new business aggressively. Get in touch 
with architects and builders. Give them convincing 
proofs of the superiority of sheet» metal for roofs, 
cornices, window frames and sash. 

Study your trade journal for new ideas along this 
line. 

Get your fellow members interested in doing the 
same things for trade development. 

The result will be more profits for you and for 


them. 
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Clever Exhibits at Michigan 
Hardware Convention. 


Among the many really fine displays in the Kling- 
man Furniture Exhibition Building, Grand Rapids, 
Michigan, during the Convention of the Michigan 
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Exhibit of R. J. Schwab and Sons Company, Milwaukee, 
Wisconsin, at the Convention of the Michigan Retail 
Hardware Association, in Grand Rapids. 


Retail Hardware Association, held February 8, 9, 10, 
and II, 1921, were the two exhibits shown in the ac- 
companying illustrations. 

Both are remarkable 
design and arrangement. 


for the cleverness of their 

















Exhibit of Milwaukee Corrugating Company, Milwaukee, 
Wisconsin, at the Convention of the Michigan Retail 
Hardware Association, in Grand Rapids. 


Good suggestions can be derived from them for 
the making of window displays by hardware dealers 
who have tinshops in connection with their stores 
and who wish to enlarge their trade in sheet metal 
products. 

These exhibits were successful in booking many 
orders as well as in creating desirable good will for 
the firms whose products they represent. 





Michigan Convention Will Be 
Worth Money to Members 


If you are a member of the Michigan Sheet Metal 
Contractors Association, or if you live within reason- 
ably distance of Flint, Michigan, it will be worth 
money to you to attend the convention of that or- 





HARDWARE RECORD February 19, 1921. 


ganization, February 22, 23, and 24, 1921. 

Suppose that you were assured of $1,000 cash in 
return for your attendance at the sessions in Flint. 

Would you go? 

Why, man, it would take a regiment of soldiers 
to keep you away! 

The new ideas which you can acquire for the bene- 
fit of your business will be of greater value to you 
than a $1,000 in cash. 

The friendships which you will have a chance to 
make with salesmen and contractors will be a price- 
less adventage to you—an inspiration and a spur to 
ambition which can not be bought by all the money 
in the world. 





Notes And Queries 
Nickeloid. 
From The Forsyth Hardware Company, Colfax, lowa. 

We would like to know where we can secure 
nickeloid such as is used on sliding kitchen cabinet 
tops. 

Ans.—Merchants and Evans Company, 347 North 
Sheldon Street, Chicago, Illinois; American Nickeloid 
Company, Peru, Illinois. 

Aluminum Solder. 


From C. A. Ringquist, care of Atwood Hardware Company, 
Ireton, Iowa. 


Please advise where I can buy solder for aluminum. 
Ans.—George E. Roesch, Aurora, Illinois; L. B. 
Allen and Company, Incorporated, 4519 North Lin- 
coln Street, Chicago, Illinois. 
Hardware Manufacturers. 
From Peck Milling aad Coal Company, Cassopolis, Michigan. 

Kindly inform us where we can procure hardware 
for the manufacture of a typewriter desk with disap- 
pearing top. 

Ans.—The Stanley Works of Illinois, 73 East Lake 
Street, Chicago, Illinois; William Highton and Sons 
Company, Nashua, New Hampshire. 

Honey Pails. 
From Charles Soames, 15 West Fifth Street, Peru, Indiana. 

Will you please advise who manufactures two and 
one-half and five pound honey pails. 

Ans.—Edwin C. Price Company, 1822 South Clark 
Street, Chicago, Illinois; Peoria Can Company, Peoria, 
Illinois. . 





Progressive Furnace. 


From L. B. Piper and Company, 1258 Wrightwood Avenue, 
Chicago, Illinois. 


Who manufactures the Progressive furnace ? 
Ans.—Richardson and Boynton Company, 31 West 
31st Street, New York City, also 171 West Lake 
Street, Chicago, Illinois. 
Brass Bucket Ears. 


From J. M. Walrod, care of Tatum Hardware Company, 
Booneville, Arkansas. 


Please tell me where I can secure brass bucket ears 
for cedar buckets. 

Ans.—Berger Brothers Company, 229 Arch Street, 
Philadelphia, Pennsylvania. 

Address of Peck, Stowe and Wilcox. 

From Haas Brothers, 120 Fifth Avenue, €linton, lowa. 

Pleasure furnish us with the address of Peck, Stow 
and Wilcox, manufacturers of sheet metal tools. 

‘Ans.—Cleveland, Ohio. 
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[llustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,361,228. Washing-Machine. Howard S. Graver, 
Chicago, Ill., assignor of one-half to Henry S. Judd, 
Chicago, Ill. Filed Dec. 26, 19109. 

1,361,237. Wrench. Joseph B. Ileenor, Seattle, 
Wash. Filed Apr. 19, 1920. 

1,361,266. Razor. Leander H. La Chance and 
(;eorge Browning, Chicago, Ill. Filed July 8, 1920. 

1,361,335. Bit Socket or Chuck. John E. Kampe, 
Waltham, Mass. Filed Jan. 23, 19109. 


1,361,345. Fencepost. Anton P. Ness and Magnus 
Siverson, Mercer, N. D. Filed Mar. 22, 1918. 


1,361,348. Cooking-Utensil Lid. Harry 
Pfisterer, Philadelphia, Pa. Filed Feb. 21, 1920. 


1,361,364. Cooking Utensil. Charles H. 
ham, Manlius, N. Y. Filed May 1, 1919. 


1,361,417. Flytrap. Henry A. Teasdale, Atlanta, 
Ga. Filed Apr. 13, 1918. 

1,361,429. Vehicle-Bumper. [Frederik G. Whit- 
tington, Chicago, Ill., assignor to Stewart-Warner 
Speedometer Corporation, Chicago, IIl., a Corporation 
ot Virginia. Filed Sept. 4, 1919, Serial No. 321,577. 
Renewed May 14, 1920. 


Wm. 


Surling- 


1,361,433. Carpenter's Plane. Ralph Allen, Shel- 
ton, Conn., assignor to The Acme Tool & Machine 


Co., Derby, Conn., a Corporation. Filed Feb. 3, 1920. 
1,361,462. Spark-Plug. Hoffmann, 
Brooklyn, N. Y. 


Joseph M. 


Filed Nov. 4, 1919. 
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1,361,491. Chimney for Oil-Burning Cook-Stoves. 
Francis J. Prideaux, Adrian, Minn. Filed Mar. 19, 
1920. 

1,361,518. Wrench. Marshall Cook, Chicago, IIL., 


assignor of one-half to Garrett J. Reidy, Chicago, Ill. 
Filed Mar. 11, 1920. 


1,361,577. Vise. Frederick G. Harbord, Philadel- 
phia, Pa. Filed Oct. 20, 1919. 

1,361,586. Sheet-Metal Frame. Ernest F. John- 
son, Jamestown, N. Y., assignor to Art Metal Con- 
struction Company, Jamestown, N. Y., a Corporation. 
Filed June 21, 1919. 

1,361,639. Vacuum-Jar Opener. Albert W. 
venson, Canandaigua, N. Y. Filed Nov. 13, 1918. 

1,361,692. Automobile-Fender. John R. De Franc, 
3rooklyn, N. Y. Filed Aug. 1, 1919. 

1,361,708. Stovepipe-Cleaner. Anna F. Garretson, 
Turner, Ore. Filed Oct. 8, 1919. 

1,361,730. Holder for Metal-Working Machines. 
Marshall N. Jarvis, Gildersleeve, Conn. Filed Jan. 15, 
1920. 

1,361,772. 


Ste- 


Sieve. Eddie Joseph Ouellette, Ana- 
conda, Mont. Filed Aug. 8, 1919. 
1,361,777. Saw-Set. Wilbert J. Ross, Riddle, Ore. 
Filed July 16, 1919. 
1,361,782. Damper. 
Filed June 11, 1920. 
1,361,804. Burner for Gas-Heaters. Julius Ferdi- 
nand Adams, Pittsburgh, Pa. Filed Aug. 13, 1919. 


John Tandy, Butte, Mont. 
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Weekl ly Report 


General Conditions in the Steet Industry. 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





of the Markets 


Review of 





PREDICTS GENERAL PRICE WAR 
IN THE STEEL TRADE. 


Price readjustments by the independents, charac- 
terized in many quarters as a “price war,” was the 
feature of the week in the steel industry. The move was 
precipitated by the Midvale Steel & Ordnance Com- 
pany, quoting bars, plates and shapes at 2.15, 2.40 and 
2.25 cents, Pittsburgh, as against 2.35, 2.65 and 2.45 
cents, respectively, the prevailing Industrial Board 
schedule adhered to by the leading interest since March 
21, 1919, and adopted by the independents at the be- 
ginning of this year. 

Shortly after the Midvale’s cut the Inland Steel 
Company announced new prices as low as 2.10 cents 
on bars and 2.25 on plates; black sheets, 4.20; gal- 
vanized, 5.50, and blue annealed, 3.40 cents. The Re- 
public Iron & Steel Company, the Brier Hill Steel 
Company and the Youngstown Sheet & Tube Company 
have met the competition and are expected to quote 
even lower prices. 

Many of the smaller independent mills have been 
cutting below the established schedule for weeks and 
some of the larger ones have done the same thing 
“under cover,” so as not to disturb the market, but this 
policy, according to Judge E. H. Gary, chairman of 
the United States Steel Corporation, will demoralize 
the market, necessitate further reduction in wages and 
cause injury to those with stocks on hand and unfilled 
obligations booked. 

The leading interest intends to stick to the present 
price schedule and wage scale as long as possible, he 
said. Over 80 per cent of the workmen in the plants 
of the independents have already had their wages re- 
duced from 15 to 25 per cent. Youngstown district 
is the only region not yet affected, but a wage cut 
amounting to 20 per cent generally throughout the dis- 
trict is expected immediately. 

The initial move was made late last week, when the 
Youngstown Sheet & Tube Company announced a cut 
of 20 per cent which affects over 8,000 workmen. This 
reduces common labor from 46 to 36 cents an hour, 
but this class of labor was being paid only 19% cents 
in 1916. 

The cuts in prices, which up to date range from 
$2 to $10 a ton under the established level, have brought 
no increase in business, which continues to dribble in 
at about 25 per cent of normal. The incoming busi- 
ness of the corporation, on the other hand, is about 40 
per cent of normal. 

The production of steel ingots for January for 30 
companies making about 85 per cent of the country’s 
total was 2,201,866 tons, as against 2,340,365 tons in 
December, 2,638,670 tons in November and 2,968,102 
tons in January, 1920, according to the figures of the 
American Iron & Steel Institute. 

At the January rate the 1921 output would be the 


smallest since 1914. Estimating the production of 
other companies on the basis of those reporting, the 
total production of ingots last month was 2,590,430 
tons. 

It is estimated in the trade that orders booked for 
fabricated steel in January amounted to from 25,000 
to 30,000 tons, which amounts to only 15 or 16 per 
cent of the shop capacity of the country, the smallest 
bookings since February, 1919. The orders received 
by the American Bridge Company were only 20 per 
cent of capacity, or some 7,000 tons. 


Steel. 


Export houses in and around New York report a 
continued dearth of orders, and many have tempo- 
rarily closed their steel departments and discharged 
the personnel. 

The returns for steel exports for the first 11 months 
of 1920, however, are very encouraging. These are 
valued at $990,044,873, at which rate the total value 
for the year would be $1,000,000,000, as against $960,- 
273,732 in 1919. The high was reached in 1917, when, 
including machinery, tools, ete., the total value reached 
$1,241,960, 102. 

Spanish and Swedish iron ores are being offered 
at from 10 to 12 cents a unit in the Eastern district, 
as against the average price of 17 cents for Lake Su- 
perior iron ores delivered in the same market. 


This bids fair to shut out the Lake Superior ores 
this year unless a great reduction in prices is effected. 
The reasons that foreign ores can be delivered here 
so much cheaper at the present time are threefold: first, 
low ocean freight rates; second, low exchange rates 
and, third, high railroad rates in this country. 


Copper. 

The domestic market for copper remains extremely 
quiet and the tone is easier rather than otherwise. At 
the same time the large producing interests will not 
shade 13 cents delivered for early shipment of Elec- 
trolytic but they are taking business to a moderate ex- 
tent for shipment into March and April at the same 
level ; that is, 13 cents delivered. For May shipment, 
however, 12.25 cents delivered is asked. 


Although there is not much buying on domestic ac- 
count, it is considered encouraging that some consumers 
are covering contracts for finished material for ship- 
ment in March and April. 

Export sales are disappointing, at least thus far. 
Renewed foreign buying, however, is expected within 
the next ten days or two weeks. 

Recent shipments against previous purchases on 
foreign account have been very light. One small lot 
has been exported to France but English buying has 
been conspicuous by its absence. 

In the outside market there is some small inquiry 
but it results in very little business because consumers 
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can purchase direct from producers to better advantage 
and second hands are not willing to shade asking prices 
sufficiently to bring about important sales. 

At the same time there are offerings of Electrolytic 
at an average of 12.87% cents f. o. b. refinery, equiv- 
alent to 13.12% cents delivered, for March shipment. 
Lake copper is also easier in tone at 13.25 cents to 
13.50 cents delivered for February shipment. Very 
little interest is shown by speculators in forward posi- 
tions and prices are largely nominal. 

Tin. 

The feature of the market is once again Sterling 
exchange which at the time of our report is strong at 
an advance of 2 cents equivalent to %4 cent per pound 
on cost. This largely offsets the decline in the London 
price but the demand is so light that spot prices have 
been marked down about % cent per pound to try to 
attract business. 

Futures, however, which were a weak feature at 
the close on Monday are naturally not being pressed 
for sale today. While spot tin can be bought at 33 
cents per pound that figure is considered special and 
some importers say they can not compete, which is 
only natural as the equivalent of the London spot price 
in London must be as much as that without adding 
cost of delivering here, etc. 

As far as futures are concerned the equivalent of 
the Malay Government price must be over 36 cents, 
New York, but there is no difficulty in buying from 
London houses at from 33% to 34 cents, for deliv- 
eries as far ahead as June-July. 


Lead. 


The settling price for spot delivery in New York 
was again reduced Tuesday 5 points to 4.65 cents a 
pound but sellers are holding for 4.70 and are still 
asking 4.40 in St. Louis although the market shows 
some signs of weakening. 

The leading interest quotes 4.75 cents for St. Louis 
delivery. Some scattered buying in small quantities 
is reported. Joplin advices report that a large tonnage 
of ore was moved last week and demand was strong 
for all available ore on the $45 basis for 80 per cent 
grades while high grade sulphide ore is quoted at 
$52.80. 


Solder. 


No additional changes have taken place in Chicago 
solder market. The prices remain as follows: War- 
ranted, 50-50, per hundred pounds, $22.50; Commer- 
cial 45-55, per hundred pounds, $21.00; and Plumbers’, 
$19.75 per hundred pounds. 


Zinc. 

The domestic market for zinc still holds steady and 
the St. Louis quotations were unchanged at 5 cents 
asking, and 4.95 settling with New York at approxi- 
mately 5.30 cents. 

Producers are holding to these prices and are re- 
fusing lower bids. In Joplin the bulk of last week’s 
sales of zinc ores was on $22.50 basis which dropped 
to $20 basis at the close. 

Buyers are convinced that the price western ore 
will not be quoted above this latter price this week. 


Sheets. 

The situation as to sheet prices is by no means clearly 
defined. The number of independent mills that are 
willing to accept attractive orders at less than the In- 
dustrial Board prices is considerably greater than the 
number of mills that are openly quoting reduced prices. 

There are some in this latter class, but only a very 
few. There is ample evidence of sales at reduced 
prices on the part of mills that refuse to admit officially 
that they are quoting reduced prices. 

Outside of the heavy gauges of blue annealed, the 
extreme concessions seem to run from $3 to $5 a ton, 
but as indicated above such cut prices are rarely 
quoted openly. 

No doubt if there were a broader demand there 
would be more open quoting of reduced prices. The 
fact is that demand remains very light, and indeed it 
is probably lighter than it was before it became so plain 
that buyers could get lower quotations by going to the 
proper places. 


Tin Plate. 


The market price of tin plate, for actual produc- 
tion, remains firm at regular price of $7 per base box, 
100-pound, so far as can be ascertained. There is nc 
evidence that the price has been cut and there is prac- 
tically no suspicion that it has been. In various other 
finished steel products the case is altogether different. 

Plates out of stock are another matter. For a long 
time past they have been available at substantial con- 
cessions. The stocks in the hands of would-be export 
houses, of tin plate originally intended for export, have 
been frequently referred to in these reports. 

One sale of such stocks has been widely reported, 
the price being about $5, and others may have been 
made at that figure or thereabouts. It has just de- 
veloped that there are other offerings of resale plates, 
there being a case of a large consumer that is offering 
a considerable quantity at about $6.25 base. 


Old Metals, 


Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $16.50 to $17.00; old iron axles, $32.00 to 
$33.00,; steel springs, $17.50 to $18.00; No. I wrought 
iron, $14.00 to $14.50; No. 1 cast, $18.50 to $19.00; 
all per net tons. Prices for non-ferrous metals are 
quoted as follows, per pound: Light copper, 8 cents; 
light brass, 434 cents; lead, 3 cents; zinc, 2% cents; 
cast aluminum, 9 cents. 


Pig Iron. 

The Matthew Addy Company of Cincinnati, Ohio, 
reports that price of pig iron have been greatly reduced 
but new business has not been stimulated to any de- 
gree. And it must be remembered that for five years 
the American Iron Trade has had no competition. 

There was an unbounded demand and we had it all 
our own way. The other day an Ohio manufacturer 
received a sad shock when he found that the Germans 
had under bid him on a sugar mill in Cuba, not only 
made a much lower price, but offered the Cubans a 
two years’ credit, whereas his terms were cash against 
documents. This is just one sign of the new and al- 
tered times. 
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; Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 


The prices and discounts quoted 


on this and the following pages, are, for the most part, subject to change without notice. Owing 


to the unsettled conditions of the markets and the shortage of materials st is practically tmposstble for any manufacturer to 
guarantee his prices for any given length of tsme. 





METALS 





PIG IRON. 


Northern Fdy. No. 2 
Southern Fdy. No. 2 
Lake Sup. Charcoal 
Malleable 


eee ee ew eee nee 


seer 


FIRST QUALITY BRIGHT 


TIN PLATES 
Per Box 
Ic 14x20..112 sheets $13 10 
Ix Be cceusetcue 15 15 
Ixx | Serr 16 40 
IxXxxX BOs 60 cwssaee 17 70 
os a eee 19 00 
Ic NS 0h 0 sci titre 26 20 
Ix Ee 30 30 
(XxX Ee 32 80 
Ixxx ae 35 40 
ees i | rrr 38 00 
COKE PLATES 
Cokes, 180 Ibe.... 20x28 $17 80 
Cokes, 200 Ibs.... 20x28 18 00 
Cokes, 214 Ibs....IC 20x28 18 30 
Cokes, 270 Ibe....IX 20x28 20 30 


BLUE ANNEALED SHEETS. 


oeeee 


per 100 lbs 


$4 68 


ONE PASS COLD ROLLED 


BLACK. 

No. 18-20...... per 100 Ibs. 
No. 22-24...... per 100 Ibs. 
Pe Webs ve sted per 100 Ibs. 
err ne per 100 Ibs. 
eb Bee ekiwtene per 100 Ibs. 
Be iceranwes per 100 Ibs. 

GALVANIZED. 
Sy ee per 100 Ibs. 
BOO. 28-30... 205 per 100 Ibs. 
eee per 100 Ibs. 
OS per 100 Ibs. 
Be Maw ccawewe per 100 Ibs. 
es Sakata ware per 100 Ibs. 
Pe leteseiuse per 100 Ibs. 

BAR SOLDER 
Warranted, 

| ree per 100 Ibs. 
Commercial, 
ee per 100 Ibs. 
Plumbers’......per 100 Ibs. 
ZINC. 

DD «<cstuebaeededanewe ae 

SHEET ZINC, 
ee GO bcbdcdensceuhaecaaan 


$5 


5 
5 
5 
5 
5 


35 
50 


80 
95 
10 


NIX AAAA* 


$22 5 


So 


21.00 


19 75 


56 


Less than cask lots.....13%-13%e 


COPPER. 
Copper Sheet, mill base....$ .21 
LEAD. 
ees DO davisccecscda $4 80 
SN Wetnwevdee eta dhaeeheceRan 5 6 
Sheet. 

Full coils ....per 100 Ibs. $8.50 
Cut coils ....per 100 Ibs. 8.75 
TIN. 

2 a ae 3544c 
BO tcc Sc eaweekens ete 37%e 


HARDWARE 
ADZES. 
Carpenters’. 
Plumbs .eee-Per doz. $29.00 
Coopers’. 
PRED ccccneneceseecnss .-Net 
WHS nccccccccccccsevces Net 
Railroad. 
Plumbse ..cccseccs Per doz. 30.00 
AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder, 18% 
Loaded with Smokeless 
PE ccctccsccccssocece 18% 
Winchester. 
Smokeless Repeater Grade, 15% 
Smokeless Leader Grade...15% 
Black Powder ........++++. 15% 
U. M. C. 
Be, Gi doen ccecdescvece 18% 
BPOOW ccccccccccccoccccces 18% 
Bew Club. cccccescccres ° 18% 
Gun Wads—per 1000. 
Winchester 7-8 gauge 10&74%% 
= 9-10 gauge 10&7%% 
- 11-28 gauge 10&7%2% 
Powder. Each 
DuPont’s Sporting, kegs..$11 256 
we - % kegs 3 10 
DuPont’s Canisters, 1-lb.. 56 
™ ™ kegs.. 22 00 
- y% kegs... 5 75 
= canisters 1 00 
Hercules “E.C’, kegs...... 22 60 
Hercules “Infallible’, 26-can 
GUMS cccccccccccccccces 22 00 
Hercules “Infallible”’, 10 can 
GFUMB ccccccccee sanekees 9 00 
Hercules “E.C” and “Infal- 
lible’, canisters .......-- 1 00 
Hercules W. A, 30 Cal. Rifle, 
Canisters ...ceeceecees 1 26 
Hercules Sharpshooter Rifle, 
canisters ......+++- eeneee 1 26 
Hercules Bullseye Revolver, 
COMISTETS 2.2 rccccccccceces 1 00 
ANVILS 
Solid Wrought....23 & 23% per Ib. 
ASBESTOS. 
Paper up to 1/16...... 10c per Ib. 
Millboard 3/32 to %..10%c per Ib. 
Corrugated Paper, (250 
OG. ft.) .cccccee $6.50 per 100 Ibs. 
Rollboard ...cccccccoces llc per Ib. 
AUGERS. 
Boring Machine ..... 40@40&10% 
Carpemter’s Mut.......ccccce- 50% 
Hollow. 
OURS cocccces per doz, 30 00 
Post Hole. 





Iwan’s Post Hole and Well...30% 
Vaughan’s, 4 to 9 in. 
sevessatoeeqass per doz. $14.00 
Ship. 
PUD nccssccvessessceeces Net 
AWLS. 
Brad. 
No. 3 Handled....per doz. $0.65 
No, 1050 Handled - 1 40 
Patent asst’d, 1 to 4 ” 85 
Harness. 
Common .......-- ad 1 065 
DORE sccccessce ¥ 1 00 
Peg. 
Shouldered ....... - 1 60 
Patented ......% ™ 75 





Scratch, } BEVELS, TEE. 
No. IS, socket Stanley’s Rosewood handle, new 
Handled ...... per doz. 2 50 RE suceceeeseesstes eecvececs Nets 
No. 344 Goodell- Stanley iron handie.......... Nets 
Pratt, list less..... - -35-40% BINDING CLOTH. 
No, 7 Stanley..... ~ EE cho occciaasabeeeoncen 65% 
i Kpsnabenséde deeeweseaea 40% 
AXES. Brass, plated ........ paheeane 60% 
First Quality, Single 
Bitted, 3 to 4 lb., per doz. 16 60 BITS. 
First Quality, Double Auger. 
Bitted ........ per doz. 22 50) Jennings Pattern .......... New 
Broad. vere 7 $eeaneeu lAst plus ct 
, ord’s Ship...... es “ 6% 
Plumbs. Can. Pat., 6-lb. 6600) Jin ee rere 35% 
Single Bitted (without handles). Russell Jennings...... plus 20% 
Plumbs, 4%-Ilb. ......... 19 50 Clark’s Expensive ....... 33% % 
Double Bitted (without handies),| Steers “ Small list, $22 00..6% 
Piumbs, 4%-Ib. ........- 23 50 24 “Large “ $26 00..6% 
Wie CiPsccceccccese oeeee - 86% 

BAGS, PAPER, NAIL. Ford’s Ship Auger pattern 
Pounds 10 16 20 26 CEP occesceses -----List plus 6% 
Per 1,000. .$5 00 we 60 7 60 5 00 Center eoeee eee ewer ee seooes ee 

Countersink. 

BALANCES, SPRING. No, 18 Wheeler’s..per doz. $2 26 
Sight Spring........e-sccccceees Net; No. 20 “ me 3 00 
DE 66 6o606e0 00 seeneeoeen Net American Snailhead ee 1 76 

= Rose.... = 2 00 
BARS, WRECKING “ Flat.... 7 1 40 
7. @ TB BA Bho ccvccvscocsees $0.45 Mahew’s Fiat.... 1 60 
V. & B. Ne. Bb. cccccece covcce 0.76 “ Snail..... “ 1 90 
Mi by My hon = Socrcecoceses an — 
' » MBscsees ere q R iJ ‘ oe 
OO I Dssedencesccsas a oes 59% 
Ginmlet. 
BASKETS. Standard Double Cut Gross $8 40 
Clothes. Nail Metal Single 
Small Willow....per doz. 15 00 Cut ...-..-Gross $4 00-—$5 00 
Medium Willow.. - 17 00| Reamer, 
Large Willow.... - 20 00| Standard Square......Dez. 2 60 
American Octagon... “ 2 60 
Galvanized. 1 bu. 1% bu. Serew Deiver. 
Be Gibsccoccccess $16 of $18 72 No. 1 Common...... “0 
No. 26 Staniey...... 76 
BEATERS. 
Carpet. Per doz. BLADES, SAW. 


No, 7 Tinned Spring Wire..$1 10 


No. 8 Spring Wire Cop- 
BOTOR ccocccccesecccssecs 1 60 
No. 9 PresteM...ccccccccs 1 75 
Egg. Per doz. 
No. 6560 Imp. Dover...... --$1 10 
No. 102 “ “ Tinned 1 35 
No. 150 “ “ —irotel 2 10 
No. 10 Heavy hotel tinned 2 10 
No. 13 Pe - ' 3 30 
No. 15 - = si 3 60 
No. 18 - sin - 4 60 
Hand. 


& 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 
Moulders’. 


UZ-IMGR .crcoccce Per doz. 20 00 
BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $6 50 
Cow. 
TROMOUGEY cc ccccccccccccess 30% 
Door. Per doz. 
New Departure Automatic $7 50 
Rotary. 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Copper Bell, 
PAMCV ccccccccces cove 8 OO 
3 -in. Nickeled Steel Bell 6 00 


3%-in. Nickeled Steel Bel! 6 50 
Hand. 


Hand Bell polished List plus 15% 

White Metal...... ' 15% 

Nickel Plated..... ss 5% 

CUES nevecescses i " 10% 
Miscellaneous. 

Church and School, stcel 

GED odvedscccececececces 30 

Farm, Ibs...40 58 76 100 
Each ....$3 06 3 765 5 50 7 25 


Disston 30-in. 


See ° cécasend 6 66 26 
$9 45 $10 06 $9 46 
BLOCKS. 

WOOGER .cccesecs eersececes --20% 
TE ssessane eensiedeeeesee 20% 
BOARDS. 

Stove. Per doz 
24x24 . peeeenee se ceece 13 66 
De ée6<cencesee pnewewn 16 06 
BEES secsaccvevcacecscoese 18 86 
30x30 (‘iiemwienawaenneie 21 30 
rr 26 60 
De S600c6e0xweeeensere 30 60 

Wash. 

No. 760, Banner Globe, 
(single) +eee-per doz. $5 26 
No. 652, Banner Globe, 
(single) ...... per doz. 6 75 
No. 801, Brass King per doz. 8 25 
No. 860, Single—Plain 
CED ot aeeosscsoncecas 6 26 
BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %x6é 
and sizes smaller and 
GROTUEE ccccccccccccess 30-10% 
Carriage, sizes larger and 


longer than %x6....20-10-5% 





Machine, %x4 and sizes 
smaller and shorter... .40-5% 

Machine, sizer larger and 
longer than %x4....... 30-5% 

EE ee ern eae nee” 60-10% 

Dl $ssacasencueuenene te 40-10% 

Mortise, Door 
Geen, I9FOR. ccccccccccscccscccs 5% 
Gem, bronze plated......... 5% 











